


OHIO S STATE 
ITY 





CREDIT 
s: WORLD 





TMM TON NNN 1 Tr MMMM Mm nner 


























Wii 


’ 
) 


i] 
i 
ponennnnannannitnite: 


r 
i 


T 
i 


AAAS SOABAADAAA 
ODA LEDREARAA 


TTTTTT 
Liliiil 


A A A AOL ELEM OE 


TO 


TUTTTT TT TTT 


TT 
Ld 


iii peneaael 


poLaneneeie 
pPRDORA ROUTER EU RNDDEDADECEEDA 


TTTTTTITTTT TT TT TTT TY 
CIVECSESEE 


iiii 





TC i 
UJ 


TTT 


’ 
i 


RESERTUCEEETES! 


TITTTTINY 


TTTT 


TITITITT ThTiT 
| eat aiieel Ui 


Li 


mn 


TYTT 
i 











TMM I 









































FRANK B, .: 


Eighteenth President 
National Retail Credit Association 


= 



































CHOOSE THIS MACHINE 


New York City department stores 
choose three National Bookkeeping 
Machines to every one of any other 
kind for accounts receivable. 


Altman, Arnold Constable, Best & 
Company, Franklin Simon, Gim- 
bel’s, Saks, Stern’s, and others 
handle every customer’s account 
on National Bookkeeping Machines. 


And this very definite preference 
for National equipment does not 
stop in New York. It is found 
all over the country. 


In Boston . .. Filene’s, White’s, 
Gilchrist and Conrad use them. 
In Philadelphia . . . John Wana- 
maker, Strawbridge & Clothier 
and Bonwit Teller. In Brooklyn 
. .. Frederick Loeser and Abraham 
& Strauss. In St. Louis, Stix, Baer 
& Fuller and Nugent’s. In other 
cities from coast to coast many 
more stores use this equipment. 


Some of these stores have used this 
equipment for many years. Others 
have just recently changed from 
other machines to Nationals. 


National 





BOOKKEEPING MACHINES 


Three te one above all herr 


In each case the machine, through 
¢xacting tests, proved its ability to 
do better work in less time and at 
The National Cash 
Register Company, Dayton, Ohio. 


lower cost. 

















Th 
Off 

June, 1) 

DAVID 


Guy H 
DANIEL 


ELMER A 
GF. O 
M. E. R 
R. Prest 


PARSONS | 


Hold 1 
Charac 
Retail 
Cred 
Bankru 
Safety | 
Munici 
Plan 
Conver 
The W 
of N 
1 New 
Highlis 
The Pr 
The Re 
ing \ 
Washin 
Worth 


This put 
in regar¢ 
Associati 
be respor 
of writer 
CHANGE 
Must reac 
Which it j 
wut charg, 
this adva 
‘sential ¢ 
dass matt 
March 


EDITC 
1218 | 


JUNE. | 








The CREDIT WORLD 


Official Magazine of the Nationat Reta Crepit Association 


june, 1932 Vol. XX No. 10 


i 2 CE setistescuccsswheneean Editor 
re Associate Editor 
DANIEL J. HANNEFIN .............. Associate Editor 








ee eer eee Business Manager 
SNS. .0si0cev spun snes owosowin Circulation Manager 
rs fe er Advertising Manager 
SO re Washington Representative 





Parsons & DEMPERS ...... Western Advertising Representatives 
1834 Daily News Bldg., Chicago 





CONTENTS 


Hold to the Course! (An Editorial) 
Character Again Becomes an Asset . 
Retail Credit Has Not Wavered—National 

Credit Survey Shows 7 


bo 





Bankruptcy in Canada 10 

Safety Signals for Credit Control _ 12 

Municipal Credit Strengthened by Advance 
Planning of Public Works 

Convention Program 

The West Is Proud of Its Part in Upbuilding 

of National Association _ 


— 
un -> 


~ bo 


{ New Factor in Consumer Credit 

Highlights of the Annual Report 

The President’s Message 

The Relation of Credit to Sound Merchandis- 
ing Volume 2 

Washington Bulletin 28 

Worth Noting 2 


Dm we & bd 
- 


na 


TREAT YOUR CREDIT 
ASA 
SACRED TRUST 






This publication carries authoritative notices and articles 
i regard to the activities of the National Retail Credit 
Asociation; in all other respects the Association cannot 


responsible for the contents thereof or for the opinions 
of writers. 
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Credit Granters! 
Read for Profit -- 


“Credit 


Department 
Salesmanship” 


By BARTLETT and REED 
Authors of 
“Retail Credit Practice” 


In this new book, these two recog- 
nized authorities tell how credit in- 
terviewing, granting or even refus- 
ing of credit, collection of debts, 
credit service, customer control, can 
all help to get more customers into 
the store to buy more goods. 


Complete, authoritative discussions of 
such important topics as: 


1. Use of selling psychology in 
credit work. 


2. Use of sales promotion to build 
up more charge accounts for the 
store. 


3. Use of letters for both collection 
and sales building. 


4. Use of the newest methods of 
handling the installment credit 
problem. 


These are but a few of the topics cov- 
ered with specific suggestions—“case- 
studies”—from successful experience. 


Designated as official textbook for 
the Advanced Credit Course. 


Price $3.50 


Orders are pouring in. Order your 
copy now, for immediate delivery, from 


National Retail Credit 


Association 
1218 Olive St. St. Louis, Mo. 












































Hold to the Course! 


An Editorial for Merchants and Credit Managers 
By DAVID J. WOODLOCK 


I’ THIS depression has done nothing else, it 
Six brought home what an absolute necessity 

retail credit has become, both as a conven- 
ience to the consumer and as a sales feature of 
business. It has proved that credit extension can 
be controlled and made profitable when handled 
by trained credit executives, using the safeguard- 
ing machinery set up by the National Retail Credit 
Association and adhering to the code of ethics of 
that organization. 

Those who ask, “Where will prosperity be- 
gin?” are invited to take a walk through the shop- 
ping district of any community. There in those 
shops will prosperity begin, when the public has 
the ability to buy and over the counter of the re- 
tailer, through liberal yet sound credit, will pass 
the products of the nation’s factories, thereby cre- 
ating business for the wholesaler, jobber, manu- 
facturer and producer of raw material. 

The fundamentals of credit granting in 1932 
are no different than they were during the heyday 
of our prosperity. They are the base of all sound 
credit. They are not altered by changing con 
ditions, but simply made more difficult of applica- 
tion in times like these. 

Credit should only be extended to those who 
have the ability and willingness to pay, and never 
in excess of the income out of which the credit 
must be liquidated. Any digression from this rule 
is gambling, and gambling is what brought upon 
us all of our present-day grief. 

The credit manager of 1932 is facing the prob- 
lem of offsetting the general falling off in sales 
volume by selling as much as possible on credit, 
yet safeguarding his firm against loss. To do this 
he must be on his toes at all times. He must 
make the most careful investigation not only of 
new accounts, but also of old customers whose 
financial standing may have changed. 

Unemployment, reduced income, losses from 
investments, bank failures and the inability to re 
finance mortgages on property have affected al- 
most every individual and changed his credit rat- 
ing. 

This means the credit manager can no longer 
depend upon a certain volume of safe and profit- 
able business from old customers who gave him 


fs 






no worry in the past. He must analyze old and 
new through the glass of changed conditions. 

It means we can no longer take lists of depend- 
able business classifications and invite the opening 
of charge accounts, without first of all making 
a thorough investigation as to each individual’s 
ability to pay. 

Our diplomacy will be taxed to the utmost in 
handling old customers who are not now entitled 
to as liberal credit as in former years and applica- 
tions from persons whose credit has been curtailed 
at other stores and who are seeking new places in 
which to buy. 

Our temper will be tried by unethical credit 
practices of some retailers who, in their desire for 
sales volume, will become competitive on credit 
terms by stretching thirty-day terms to sixty or 
ninety days, thereby breaking down the credit 
morale of the community. 

Collections, always a tough problem, will be 
tougher. During 1932 it is just as necessary for 
the retailer to keep his accounts receivable liquid 
as it is for the banks to do the same with their 
loans. 

Diplomatic yet irrepressible persistency must be 
used in the collection department, so there will 
be no slowing up in collection turnover. Cus- 
tomers must be made to understand that credit 
is for their convenience and when they do not 
pay their bills promptly they do a great injustice 
to themselves, the store and the community. It 
means hoarded credit, which retards the even flow 
of commerce just as much as hoarded money. 

The Retail Credit Survey brought out the fac 
that in 1929 the average turnover in thirty-day 
accounts was seventy-two days. For 1931, ac 
cording to the latest survey, it was seventy-eight 
days. When you realize that the merchants 0 
the country are day in and day out carrying about 
$15,000,000,000 accounts receivable and _ that 
$8,000,000,000 is over sixty days past due, you 
can appreciate that the interest on this enormous 
amount must be figured in operating costs and 
you can visualize the great saving that would re- 
sult if we could reduce the average outstanding 
period to say sixty days. 
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The fact that many of the most successful re- 
tailers are collecting more promptly than others, 
and maintaining a forty-five to fifty-day turnover, 
indicates that if all stores adhered to a definite 
collection policy, this waste could be saved and 
they would all have a most satisfactory 
business. 

There is another difficulty confronting the 
credit manager this year and I am going to talk 
very frankly to you about it. There is grave 
danger that the merchant, in his desire to cut 


credit 


werhead and trim expense, may seriously cripple 
the proper functioning of the credit department. 

Let me plead with you merchants: Don’t handi- 
cap your credit manager during these trying times 
by curtailing his appropriation for securing infor- 
Both 
are vitally necessary, in order for him to do a 
good job. 


mation or by decreasing his collection force. 


It is a mistake to reduce credit bureau service. 
In fact it should be increased, because more re- 
ports and more information are needed to safe- 
guard your credits. It is wisdom to spend dol- 
lars now that you might save hundreds later. 

Have confidence in your credit manager. Make 
him feel that he holds a position of great impor- 
tance and grave responsibility, and he will make 
your credit department the most profitable feature 
f your business. 

And you, Mr. Credit Manager: Only in pro- 
portion to the seriousness with which you accept 
this responsibility, the thoroughness with which 
you do your job and your adherence to the ethics 
f your Local and National Associations—which 
means the most complete cooperation with your 
edit bureau and fellow credit managers—will 
you maintain the record for efficiency which has 
en emphasized by this depression. 

Twenty years ago, facing conditions and prob- 
lems such as confront us today would indeed have 
ween a serious situation, but today we have at our 
command the most highly developed system for 
“uring up-to-the-minute credit information—a 
hain of 1,218 credit reporting bureaus from coast 
to coast, in whose files are the records of over 
60,000,000 individuals. 

These efficient clearing houses for credit infor- 
mation are all affiliated units of the National Re- 
tl Credit Association which, with its 18,000 mer- 
thant members, has made the extension of credit 
to the consumer a safe and profitable business for 
the retailer and brought home to the individual 


the obligation resting upon him to pay his bills 
promptly. 
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Decalcomania Transfers—can be put on either metal or glass 


Use This Beautiful 
“Decal” Emblem 


—on every credit and collection department 
door. 























—on every cashier’s window. 
—in rest rooms. 


—wherever the public may see it and absorb its 
message. 


Priced so inexpensively that you may use it freely. 
Attractively finished in four colors: Shield in blue, 
emblem in blue and red, copy and scrollwork in 


gold and black. 


Price 20 Cents Each 


Order From Y our Credit Bureau 


NATIONAL RETAIL CREDIT 
ASSOCIATION 


Executive Offices Saint Louis 








OR twenty-two years the plan of consumer financing 
with which I am connected has invested millions in 
the character of the American people. Our many 
organizations, independently owned, independently fi- 
nanced and independently operated, although using al- 
most the same system of operation in thirty-three of these 
United States, have found that that character is not sec- 
tional, that it is not racial, that it is non-sectarian. 

We have regarded and we prefer to regard that char- 
acter as the greatest asset of the American people and on 
it as security have loaned these millions. 

We find the American people still honest, whether in 
the old, established sections of the country where our 
plan has been in existence for twenty-two years, or in 
other localities, where it has had an existence short of 
one-tenth as long. 

Even so, I find myself disturbed just now and al- 
though I cannot speak for my associates in other cities 
and states, | wonder sometimes if they do not look with 
doubt on the future. For certainly, people of America 
much like the peoples in other countries, have found that 
while character has been regarded as exactly the right 
quality for the common people it is apparently no longer 
held in high repute by the nation’s leaders in govern- 
ment, in finance, in industry, in almost every other phase 
of national life. 

Today America faces the crisis of an economic col- 
lapse. At the same time it faces another crisis the causes 
of which are harder to find, the remedies for which are 
further from hand, and yet a crisis which if not met as 
it should be met may presage far greater harm to the 
people of this nation than the temporary if inconvenient 
disturbances in our standards of living occasioned by this 
depression. 

That crisis is the possible loss of character of the na- 
tion’s citizens! 

So far the people of America have well withstood as- 
saults on their character, assaults no less powerful and 
vicious because of insidiousness. Our people continue 
They 


continue to pay on notes even though the collateral sup- 


to pay on homes in which equities have been lost. 


porting them has depreciated in value until it is almost 


not worth selling. 





Character Again 


Becomes An Asset 


By LESLIE E. EXDMONDS 


President, The Morris Plan Company (of Kansas) 


Wichita, Kan. 


They continue to go to the aid of friends and relatives, 
The father’s home is open to the son and his bride, or a 
son and his wife offer a home to father and mother. A 
brother with a family of his own takes in the unemployed 
brother and his family. 

We are doubling up so that no member of a family 
may be in want. We go on doing these things at lowered 
wages and curtailed incomes, go on even though the 
dollars with which we now repay our obligations are 
worth so much more than the dollars which were lent us 
when those obligations were incurred. 

How long the sturdy character of the American people 
will impel them so strictly to discharge their responsi- 
bilities, none of us know. I believe, however, that unless 
we begin concentrated efforts to revalue character on the 
old basis, that unless we make a reputation for keeping 
one’s word more valuable than the gold that might ensue 
from breaking it, we may fail in meeting this crisis. 

As nations now enjoying moratorium begin to press 
for cancellation, as states and cities refuse to take the 
necessary action to enhance the price of their bonds, a 
banks and industries buy in their capital at distressed 
prices or attempt through the purchase of distressed real 
property to recoup the losses resulting from their own 
mismanagement and lack of foresight, as personal and busi- 
ness bankruptcies increase, as men laugh and quit when 
they might go on, may we not soon expect John Citizen 
to begin asking, ““What’s the use?” 

When he does put that question unless there is some 
one besides the old leaders to attempt to reply he will get 
no answer that will satisfy him. 

There is precedent after precedent, there is example 
on example of repudiation of debt in high places, if not 
in so many words at least in actual practice. Not much 
longer may we expect the great body of American citi 
zens to continue to pay their debts unless they may de- 
cide for themselves that however their leaders may have 
forfeited respect, their pride in performance of their ow? 
obligations will never permit them to begin wholesale 
repudiation of their own just debts. 

True, they have every encouragement, what with their 
knowledge of the miserable performances of prosperit) 
leaders and their daily lessons from present-day selt- 
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The credit departments 
of these concerns are 
now speeding up the 
sorting and filing of 
checks, sales. slips, 
vouchers, etc., by Sava- 
sort installations. 


Gimbel Brothers, 
Philadelphia, Pa. 
Halle Brothers, 


Cleveland, O. 

The Hecht Co., 
Washington, D. C. 
Hutzler Brothers, 
Baltimore, Md. 

Lansburgh & Bro., 
Washington, D. C. 
Marshall Field & Co., 
Chicago, III. 

Schusters’ Three Stores, 
Milwaukee, Wis. 

N. Snellenburg & Co., 
Philadelphia, Pa. 
Strawbridge & Clothier, 
Philadelphia, Pa. 


Woodward & Lothrop, 
Washington, D. C. 


Also used for various 


work in 
Banks 
Insurance Companies 
Railroads 
Chain Stores 


Oil Companies, etc. 


6 Walsan Way 
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will be on display 
at the 


N. R. C. A. Convention 
Booth 18 


Mayflower Hotel, Washington, D. C. 
June 21st to 24th 





Illustration shows 30-inch circle Savasort—220 division. 
In a little space one operator can sort alphabetically, 
numerically, or to special indexes at the rate of 2,500 
pieces per hour without eyestrain or fatigue. Holds 
10,000 pieces before clearing. Sturdily made—turns on 
ball bearings—will last for years. Installations of this 
model have saved their cost ($85.00 F.O.B. Philadelphia) 


in 3 months. 


All of the 17 models of Savasort are sold on 10 days’ trial 
and unconditionally guaranteed mechanically for one 
year. 


SAVASORT CORPORATION 


. - Philadelphia 


5 








styled leaders who insist that it is unfair to ask a man 
to repay with an appreciated dollar the debts he con- 
tracted. True, these same leaders would never suggest 
that the man who borrowed when the dollar bought 
more should repay more if the dollar was buying less 
when the time came for repayment. 

Risks of the rise or fall in the value of the medium of 
exchange have been inherent in credit obligations and, no 
doubt, have figured in the rates charged and the conces- 
sions offered for loans. But there is a defeatist atmos- 
phere now and it will be no wonder if those of us who 
have been engaged in extending credit find ourselves in 
a situation which we cannot master because the people 
of America who have heretofore stood steadfast for the 
discharge of their just obligations decide to emulate their 
unworthy leaders. 

Perhaps since we are of that people, we may help and 
thus help ourselves. 

Here is a time we may aid in restoring the ideals 
which made the early great men of this great nation what 
they were. For nearly twenty years both preceding and 
following the World War there has been a loss in state 
and national leadership. 

Rubber-stamping by officers of government has re- 
placed that stalwart leadership that once dared to defy 
an organized minority, that refused to truckle to a mad 
majority. 

This collapse in leadership has been followed by over- 
attention to minor social problems and a consequent loss 
of attention to those phases of government which must 
be attended to if this democracy is to live. 

Nor has there been only malfeasance in government. 
There have been abuses of power by the leaders of in- 
dustry, by the leaders of business, by the leaders of al- 
most every phase of American life. There have been in- 
tellectual degradation and moral degeneracy to an extent 
that appalls in these past few years. 

These things have come about because too busy with 
making money, too busy with our own self-advancement, 
we have turned over to the wrong people our problems 
of government. We have forgotten education as a means 
of molding character and when told that the practices of 
youth, of middle-age, were to ruin the country, did not 
stop to inquire closely as to the antecedents of those who 
told us such things. 


Instead we permitted these people to organize them- 
selves into powerful minorities who fastened on us legis- 
lation which should not be a part of statutes necessary to 
regulate this far-flung country of thousands of different 
elements trying to overcome the obstacles of geography 
and race in an effort to govern themselves according to 
the ideals of those who gave us our government. 

I presume when this is finished that I shall be told 
that I have written an anti-prohibition article. Well, 
“if this be treason” let’s make the most of it. But, if 
this be reason, let’s make something of that, too. As 
much as I heartily dislike the effort to control social cus- 


toms by law I do not believe that prohibition is alone re- 
sponsible for the crisis which I believe we face. 

There are other evidences of a declining national 
morality than the rise of the racketeer, the menace of the 
There are 
other phases even than that indicated by that particularly 
vicious crime, the kidnapping of the Lindbergh baby. 


mobsman and the growth of the gunman. 


All these crimes of personal violence that make it 
necessary to bargain with the underworld for protection, 
that make it necessary to convict men of evading their 
income tax because they could not be convicted of mur- 
der, of destruction of property, of trafficking in the bodies 
of women, are but one phase, even though a sordid phase, 
of the problem. 

Equally infamous, as thoroughly reprehensible, and, 
in all probability, the cause of far greater suffering and 
loss are the machinations of international bankers who 
have prostituted their profession for temporary gains 
through exploiting the people of this country in the sale 
of tainted bonds because of the high commissions paid 
and the governmental concessions obtained. 

Or, who shall say that the bank, looted from the in- 
side, from which stalks dishonesty, misery, illness and 
even death is not an even more sinister example of the 
immoral forces at work in this nation than beer-running 
in Cicero? 

What of the bond houses that sold bonds on buildings 
which for bonding purposes had been assessed at fictitious 
values that could never possibly be justified ? 

What of the mergers on mergers in which water was 
added with each merger until it was impossible that any 
honest man could see or any reasonably intelligent man 
could believe there was reasonable opportunity of profit? 

What should be said of the high-pressure salesmanship 
which loaded the American people with surpluses for 
which they could not pay at values disproportionate to 
their true worth? 

What about the man encouraged to save, to buy a 
home, to take out insurance, to raise his standards of 
living, and then whe found his employment summarily 
cut off, leaving him with a dismal prospect of losing all 
his equities and of being forced to abandon the standards 
of living he had been taught to observe? What is our 
system’s answer to this? 

What about the viciousness of self-appointed leaders of 
church and secular organizations as they seek to corrupt 
our state and national governments in the name of what 
they term “the right”? 

What of the self-seeking efforts of class against class, 
of city against city, of section against section? 

What of the despicable alliances of politicians with the 
underworld ? 

What of some of us who form the clientele of the law- 
breaking bootleggers ? 

What of the persistency with which the pernicious vice 
of hypocrisy has fastened itself on our public men and in 
some instances upon our public women? 


(Continued on page 26.) 
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Retail Credit Has Not Wavered— 






National Credit Survey Shows 


By HORACE W. POTE 


Consulting Economist to the National Retail Credit Association 


HE long-awaited report of retail credit conditions 

for the last six months of 1931 has at last been re- 

leased by the U. S. Department of Commerce and 
it reveals that retail credit throughout the country has 
not wavered despite the sharp changes which have oc- 
curred in business conditions. 

One of the most astounding facts which this report 
points out is “that approximately the same quantity of 
goods was’sold in 1931 as in 1929, a year of marked 
business activity.” This means that consumer demand 
has not undergone any radical changes. 

It is true that prices for commodities have slumped 
and by that token the net return to stores has not been 
equivalent to the totals for 1929. Every line of business 
covered by the report shows that some decline in dollar 
sales has been recorded. This range varies from 28.3 per 
cent for jewelry stores to 13.0 per cent for department 
stores. 

There has been some slight rearrangement, only of 
statistical value, in the distribution of retail business be- 
tween the cash, open credit and installment sales. While 
there has been a noticeable advance toward more cash 
sales at the expense of credit transactions, this is readily 
explained due to the pinch of the times. 

Where there is any uncertainty about meeting obliga- 
tions, there has been a decided movement toward restrict- 
ing them. Actual wants have been on a cash or hand- 
to-mouth basis. The accompanying chart illustrates this 
situation. 

Certain types of stores have shown, according to the 
latest report, slight gains in the volume of credit busi- 
ness. Women’s specialty stores ranked highest with 63.5 
per cent of their business appearing on the credit ledgers. 
Furniture stores made the best showing on installment 
sales when 62.0 per cent of sales originated from such 
a source, 

Credit which is extended to the average consumer is 
a business privilege which entails some definitely known 
costs. “These are not readily visible to the purchaser yet 
the store management can find them in the profit and loss 
statement. 

This aftermath of credit buying brings about such 
problems as returns and allowances, collections, credit 
losses from various sources and other items which must 
be charged against gross profits. 


A very slight decrease in the totals for returns and 
allowances for the last six months of 1931 presents a 
cheering thought to credit executives. Department stores, 
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due largely to their varied line of commodities and serv- 
ices, reflected a large precentage of returns and allow- 
ances. ‘These ratios lay within the range from 15.1 to 
5.3 per cent for all stores. 

Turning to the important question of collection per- 
centages the report indicates that more time has elapsed 
between the date when accounts have been due and 
payable and that date at which payment has been made. 
In 1930 this average period was one of 75 days whereas 
in 1931 it was calculated as 78 days. Correspondingly 
there have been minute decreases in the total percentages 
representing collections from the cities which have con- 
tributed this credit information for the various types of 
stores reporting. 

Installment accounting has indicated that the average 


period in which the account was liquidating during 1930 
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tied up the retailer's money for 6 months and 29 days. 
In 1931 this period had extended to 7 months and 7 
days. 

These facts are evidence that retail credit operations 
have had to bear a heavier load during the past eighteen 
months and, in spite of this hardship, they have satisfied 
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the basic policy of extending credit under justifiable con- 
ditions. The chart above illustrates this trend of col- 
lections over the past two years. 

Jewelry stores were fortunate in being able to make 
the only reduction in the percentage of open credit losses 
recorded for the past year. All other stores experienced 
a slight gain in these losses. The percentages ranged 
between 4.5 and 0.7 for the ratio of bad debts to credit 
sales. These figures did not change much for a com- 
parison of losses to total sales. 

Considering installment sales, men’s clothing stores 
were most successful in warding off losses for during 
1930 as well as 1931 their ratio of losses to total sales 
remained unchanged—0.9 per cent. 

Credit moves nearer to that day when there will be 
no fear from fraudulent buying for there was no change 
in losses during the period under this report. In ab- 
solute amounts there was a decrease in losses but from a 
relative viewpoint in comparison with total sales there 
was no change between the two years. The same fact 


applies to experience with fraudulent checks and surely 


these two portions of the report bring a cheerful tone 
to the Government’s study of credit conditions through- 
out the nation. 

Summarizing the contents of this bulletin just re- 
leased by the Department of Commerce it is quite evi- 
dent that despite lessened business activity credit sales 
have kept reasonably good pace with retailing and credit 
has been a profitable undertaking from the accounting 
viewpoint. Net returns have not met the totals achieved 
in former years but they have been comparable consider- 
ing commodity prices and purchasing power. 

There is no basis for believing that credit is not func- 
tioning smoothly. It is at work and proving that the 
American people as a collective body are honest even if 
some added slowness in meeting obligations has crept in 
during these stringent times. 

This report allays any uneasiness that the credit struc- 
It has not 
It is serving and accomplishing its original 


ture in the nation’s retailing has faltered. 
wavered. 


purpose. 


DISTRIBUTION OF REPORTED BUSINESS 


Three-Year Comparison 


Open 

Period Credit Installment Cash 

(percentages) 
Jan.-June 1929 48.3 10.4 41.3 
July—Dec. 1929 47.2 9.8 43.0 
Jan.-June 1930 48.8 10.5 40.7 
July—Dec. 1930 44.1 10.4 45.5 
Jan.—June 1931 44.9 10.1 45.0 
July—Dec. 1931 42.7 10.0 47.3 











SPECIAL NOTICE 


TO THE MEMBERS AND STOCK- 
HOLDERS OF THE RETAIL CREDIT 
MEN’S NATIONAL ASSOCIATION IN- 
CORPORATED UNDER THE LAWS OF 
THE STATE OF COLORADO: 

You and each of you will please take notice 
that at the annual meeting and National Con- 
vention of the Retail Credit Men’s National 
Association for the year 1932, to be held at the 
Mayflower Hotel, in the city of Washington, 
D. C., on the 21st, 22nd, 23rd and 24th days 
of June, 1932, there will be submitted to the 
stockholders and members of the Retail Credit 
Men’s National Association a resolution, author- 
izing by proper legal procedure, the abandon- 
ment of the Colorado Charter and reincorpora- 
tion under the laws of Missouri under the name 
of the National Retail Credit Association. 
(Signed ) 

FRANK Batty, President 

Davip J. WoopLock, Manager-Treasurer 

Guy H. Hutse, Secretary 
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Two-Way Insurance Against Credit Losses! 


Consult Your Bureau and With Telautographs! 


REMEMBER 


Nothing Fixes Responsibility More Than Handwritten Messages 


TELAUTOGRAPHS 


Transmit Your Messages to the Bureau and Record Replies 
in the Actual Handwriting of the Senders and These 
Handwritten Records, Indelibly Written, 

Remain at All Stations! 


With telautographs, you are in constant communication with the Bu- 
reau and can obtain a complete credit report in a few minutes. 


Because of their speed and accurate record, telautographs make the ex- 
tension of credit easier—speed up deliveries of materials on new accounts 
and thus help increase the customers’ good will, which always results in 
a corresponding increase in sales. 


AT THE SAME TIME 


You are protected from the dishonest by means of a general alarm which 
can be broadcast simultaneously to all merchants connected to the Bu- 
reau by telautograph—a feature which the Milwaukee Association of 
Commerce and the Merchants’ Credit Bureau of Boston, Massachusetts, 
will readily acclaim. 


There are 24 bureaus and over 150 stores, banks and finance companies 
now using this service and enjoying its many advantages—and the num- 
ber is steadily increasing. Volk Bros. Co. recently contracted for a con- 
nection to the Credit Bureau of Dallas, Texas. 


Won't you too, allow us to be of service to you? 


Send for Literature—Our Man—or Both. No Obligation—Ever! 


TELAUTOGRAPH CORPORATION 


We Have Forty-Five Branch Offices Serving Over 450 Cities in the United States 









16 WEST SIXTY-FIRST STREET, NEW YORK, N. Y. 










HE problems of Canada retailers, to date at least, 

do not include bankruptcy of the individual con- 

sumer and losses through this source are few and 
far between. In Canada the general use of open credit 
has not spread to the same extent as in the United 
States. 

As an indication of the situation I understand that 
75 per cent or more of the American bureau’s credit 
information income is derived from the “30 day” houses 
whereas in Toronto 85 per cent of our revenue comes 
from stores selling on the deferred payment plan. 

The Canadian Bankruptcy Act provides that: 


“An order of discharge shall not release the bankrupt 
or authorized assignor 

“(a) from any debt on a recognizance nor from any 
debt with which the bankrupt or assignor may be charge- 
able at the suit of the Crown or of any person for an 
offence against a statute relating to any branch of the 
public revenue, or at the suit of the sheriff or othe: 
public officer on a bail bond entered into for the appear- 
ance of any person prosecuted for any such offence and 
he shall not be discharged in respect of any such excepted 
debts unless an order in council proceeding from the 
Crown in the proper right is filed in court consenting 
to his being discharged therefrom; or 

“(b) from any debt or liability incurred by means of 
any fraud or fraudulent breach of trust to which he was 
a party, nor from any debt or liability in respect of 
which he has obtained forbearance by any fraud to which 
he was a party; or 

“(c) from any liability under a judgment against him 
in an action for seduction, or under an affiliation order, 
or for alimony or under a judgment against him as a co 
respondent in a matrimonial case, except to such an ex 
tent and under such conditions as the court expressly 
orders in respect of such liability; o1 


“¢d) from any debt or liability for necessaries of life, 


and the court may make such order for payment thereof 
as it deems just or expedient.” 

Whether this is the “teeth” in the act that prevents 
bankruptcies or the fact that insufficient in the way of 
unsecured accounts is owing, is a matter of question. 

Commercial bankruptcies are sufficiently prevalent to 
constitute a heavy tax on the business of the country. 

That they have not increased to an alarming extent 
in recent years is evidenced by the following figures 
compiled by R. G. Dun & Company: 
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Bankruptcy In Canada 


By J. H. SUYDAM 


Manager, Toronto Credits, Ltd., Toronto, Canada 


YEAR NUMBER ASSETS LIABILITIES 


1928 2120 $36,407,391 $53,420,199 
1929 2310 29,572,569 44,440,639 
1930 2741 39,474,582 57,191,493 
1931 2563 37,613,810 52,987,554 





In arriving at any comparison with American statistics 
it must be taken into consideration that your population 
is approximately twelve times as great and not one of 
our chartered banks has suspended payment. 

The Canadian Bankruptcy Act went into force in 
1920 and with very few exceptions it appears to be func- 
tioning satistactorily to all concerned. 

It provides for both voluntary and involuntary liqui- 
dation, the tormer being the case of a debtor obligated 
to the extent of at least $500 who realizes that he is 
unable to carry on and voluntarily places his affairs in 
the hands of the court. 

The assignment is made to an “Official Receiver” who 
is a court appointee having jurisdiction in certain defined 
districts, there being several in each province. 

He in turn appoints a custodian, usually a nominee 
of the larger creditors. -His duty is to verify the debtor's 
statement of affairs, make an inventory of the assets, and 
call the first meeting of creditors when a trustee, usually 
the custodian, is elected. This is done by the unsecured 
creditors whose voting power is dependent upon the 
amount of their claims. 

Inspectors, from one to five in number, are elected to 
assist and supervise the trustee in the liquidation of the 
assets. They are usually the representatives of the 
larger creditors. 

Involuntary bankruptcy is brought about through a 
petition being presented by one or more creditors whose 
It is filed with the 
“Registrar in Bankruptcy” who is a court officer, there 


claim or claims aggregate $500. 


being one in each province. 

The “Act of Bankruptcy” on which the petition is 
filed, must have taken place within the preceding six 
months and comprises the giving of a fraudulent convey- 
ance or preference; absconding; permitting an execution 
to remain unsatisfied for a certain length of time; ex- 
hibiting a statement showing insolvency; removing of 


secreting goods with intent to defraud; making a bulk 
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sale of goods without complying with the “Bulk Sales 
Act”; giving notice to any creditor of a suspension of 
payment and ceasing to meet his liabilities generally as 
they mature. 

The last mentioned act is the one on which petitions 
are usually launched. The petition is returnable within 
eight days of service during which the debtor has an op- 
portunity to deny the act or acts. 

Under certain conditions an “Interim Receiver” is ap- 
pointed who takes immediate possession of the assets. 
This is done when it can be shown to the satisfaction of 
the Registrar that before the ordinary petition could be 
granted and a custodian appointed, the assets might be 
dissipated. 

Neither a farmer nor a wage earner can be adjudged 
bankrupt although they can make an authorized assign- 
ment. ‘The latter is described as a person who works 
for wages, salary, commission or hire at a rate not ex- 
ceeding $1,500 per year. 

In the distribution of the assets any taxes that by 
statute are made a charge on specific property must, like 
the secured claims, be paid first out of the proceeds of 
that property. 

The landlord has priority for three months arrears 
in rent in so far as there are restrainable goods upon the 
leased premises and three months accelerated rent pro- 
viding his lease calls for it. 

Then come the costs of the custodian and the fees and 
expenses of the trustee. The fees of the latter are limited 





to 5 per cent of the cash receipts except with the ap- 
proval of the inspectors and the court. 

The costs of the first execution creditor are next, fol- 
lowed by wages, salaries and commissions earned during 
the three months preceding bankruptcy, together with 
money due under the Workmen’s Compensation Act. 

In the case of officers, directors or shareholders of a 
limited company any claims as mentioned above in excess 
of three months are stayed until all creditors are paid 
in full. Directors may, under certain conditions, also 
be held personally liable for wages during their period 
on the board. 

Relatives of a bankrupt would often file large claims 
for services rendered, sometimes extending over a period 
of years. This has now been corrected so that the claim 
of a wife or husband for services rendered is postponed 
until all other creditors are paid in full. 

The husband is also prohibited from making any claim 
for money loaned to his wife. Other close relatives are 
entitled to a preference for three months only and the 
balance is postponed. 

Prior to an amendment to the Bankruptcy Act in 1923 
a composition settlement might be arranged without the 
necessity of making an assignment and if accepted by a 
majority of the ordinary creditors holding 6674 per cent 
of the liabilities, it was binding on all. 

Under this amendment an assignment must be made 
first and a trustee appointed. The latter then submits 


Continued on page 30.) 
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_ | Always Specify HEYER 
DUPLICATOR SUPPLIES 


| Write today for free catalog and price list 
| of Cleartype dry stencils, ink, paper and 
other supplies for ALL makes of duplica- 
| tors. No matter what duplicator you use, 
Heyer Quality Supplies will give you bet- 
ter work. Guaranteed quality and service. 
Address: Supply Dept., Heyer Duplicator 
Co., 908 W. Jackson Blvd., Chicago, Ill. 
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The Modern Aid to Speed 
pe, Up Collections 


Every business needs the Lettergraph. With this simple, eco- 
nomical, stencil-type duplicator, collection and sales letters 
are turned out in a jiffy, right in your own office, at a big saving 
in cost of printing. The Lettergraph is simple, easily operated— 
prints letters, circulars, bulletins, ruled forms, etc., without 
type or cuts. Copies anything typed, written or drawn, from 
postcard to letter size, as fast as you turn the handle. Eliminates 
delays, insures privacy. Over 50,000 Lettergraphs in use by all 
types of business. Write today for samples of Lettergraph print- 
ing and 10-day trial offer. Address 


HEYER DUPLICATOR CO., Inc. 
908 W. Jackson Blvd. 


Increase Sales and Profits 
Reduce Printing Bills 
Give Closer Contacts 


Write for Trial Offer 








Established 1903 


CHICAGO, ILL. 












APID-FIRE authorization on ‘charge take’ sales is 


an absolute necessity in the store catering to a large 
number of customers with charge accounts,” is the 
opinion of W. W. Oplinger, treasurer of the Zollinge: 
“Delays in 


the authorization of good accounts are irritating to the 


Harned Department Store, Allentown, Pa. 


customer and must be avoided to retain good will and 
future business. 

“To facilitate the transmission of credit information 
from the authorization clerk to the various departments 
Under this 


new system there is no delay in searching for the proper 


we installed the visible index signal system. 


cards. The visible index of every charge customer makes 
it possible to give credit information almost instanta 
neously.” 

It is on “charge takes” where speed is a paramount 
problem, but the same equipment that speeds authoriza- 
tion for ‘“‘charge take” sales will also facilitate the quick 
delivery of “charge sends.” In the opinion of this ex- 
ecutive a ‘“‘charge take’ must be considered from a some 
what different angle than the “charge send,” for the 
“charge take” customer already has the goods in het 
possession and the store has nothing more tangible than 
her promise to pay. 

And yet, the more “charge takes” there are the bette: 


Delivery costs money. Every pack 


it is for the store. 
age which a customer would ordinarily take with her, if 
delivered by truck, adds to the overhead expense. Extra 
wrapping may be required. 

The machinery of sorting and assembly must be set 
into motion. Loss and breakage become the store’s re 
sponsibility rather than the customer’s. “There are other 
reasons why “charge take” purchases are encouraged at 
Zollinger-Harned. 

The well-trained salesperson at this store, after com 
“You will take this 


By so doing she is applying psychology that 


pleting the sale, asks suggestively: 
with you?” 
saves money for the store every time she receives an at- 
firmative reply. 

The speed with which authorization of charges is re- 
ceived by the salesperson depends more upon the credit 
department than upon the machinery whereby the in- 
formation is routed from the sales floor to the authorizers 


and back again. 
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Safety Signals 
for Credit Control 


By RALPH H. BUTZ 


. . . colored tabs on indexed rating cards flash 
information to approval clerk in credit office 


In most stores communication with the authorizers is 
instantaneous, either by telephone or pneumatic tube. If, 
then, the same speed obtains in the credit department in 
supplying the necessary information, an ideal condition 
prevails. 

Mr. Oplinger explained that this condition has been 
achieved by the use of the visible index card system, with 
colored tab signals on the indexed margin of the cards. 
These cards are arranged in long trays, with only the 
indexed name and the amount of credit limit being 
visible. 

The various colored tabs that are attached to the mar- 
gin of the card indicate the condition of that account. 

For instance, a red tab attached to the margin is a 


warning signal that the account is closed. An orange 
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Cook’s File Signals 


Indispensable for quick, accurate classification or 
follow-ups on sales, credits, shipments or stock. 
Each color means something and saves time and 
costly errors. 


There is a Cook Sig- 
nal for every record 
with a brand new 
series for card visi- 
bles just announced. 
All styles made of 
Stainless Steel. 
Write for free sam- 
ples showing 12 
colors. 


The H. C. Cook Co. 
26 Beaver St. 
Ansonia - - Conn. 
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tab is a signal meaning that further 
authorization must come from- the 
credit manager. A green tab signals 
restrictions which the au- 


clerk 


buying 


thorization must observe 
closely. 

Cards without any of these tabs 
attached are for accounts in good 
standing and within the credit limit 
specified authorization is given at 
once. 

The speed with which “charge 


takes” 


counts accomplishes a great saving 


can be handled on good ac- 
of clerk and customer time. Even 
on those accounts that do not “clear” 
the credit file immediately there is 
little delay. 

Where the authorizer is unable to 
give an okay, immediate contact is 
made with the credit man, who in- 
structs the authorizer to brief the 
situation to the salesperson, and the 
scene shifts to the sales floor. 

The tactfully 
that there is some misunderstanding 


floorman explains 
about the charge and invites the cus- 
tomer to accompany him to the credit 
office. 


terview between the customer and 


He has arranged for the in- 
the credit man. The future position 
of this account then depends upon 
the mutual agreement of the customer 
and the credit manager. 

The authorization index used for 
credit reference by the clerk in charge 
of this detail is in practice a ledger 
without entries. It reveals the same 
information that a ledger would dis- 
close and prompts the same decisions 
but in a fraction of the time that is 
consumed where ledger postings are 
the basis for credit decisions. 

For the utmost speed combined 
with accuracy, the authorization in- 
dex in this store is arranged so that 

requires no executive control as 
tar as its operation is concerned. De- 
cisions are so clearly indicated by the 
we of the visible signals and added 
notations that the task of passing the 
proper credit information to the sales 
floor can be allotted to a clerk. The 
deviation from routine authorization 
is required only in the case of cards 
vearing warning signal tabs. 

Not only has greater speed in au- 


thorization been attained, but it also 
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has been more economical in opera- 
Under the 
authorization clerk can handle up to 


tion. new system an 
ten thousand accounts. 

The lack of confusion and delay 
in this credit department is in large 
part attributed to the ingenious signal 


system. The authorization clerk is 
no longer beset by doubt as to 
whether she did the proper thing. 


Up to the 
specified credit limit her authoriza- 


Her duty is clear. 


tion cannot be disputed on cards 


bearing no caution signal. On 
signaled cards the responsibility is 
passed on to the credit man. 

The continual revision of the au- 
important 


thorization index is an 


task and is not neglected. The index 
always reflects the current condition 


The book- 
keeper in charge of the customers’ 


of the accounts listed. 


ledgers notes the buying limit of each 
account as listed on the ledger page. 

When an outstanding balance ex- 
ceeds this limit, a “limit notice” is 
prepared in duplicate. The original 
is dispatched to the credit manager 
who decides whether to place the ac- 
count on a “refer basis” or to raise 
His report to the 


authorization clerk 


the credit limit. 
means that an 
immediate change must be made on 
the index in accord with that de- 
cision. 

The duplicate of the limit notice 
remains in the ledger until the ac- 
count is paid, when a notation is 
made on the duplicate and it is trans- 
If, how- 
ever, the duplicate remains in the 


mitted to the credit man. 


ledger more than thirty days it serves 
as a warning that collection follow- 
up should start. 


» » » 


Holds Deposit Not An 
Offset Against Notes 


The Court of Appeals at Albany, 
N. Y., recently ruled that depositors 
of the closed Bank of United States 
cannot offset deposits in the bank 
against their liability on notes, if it 
is shown the maker is solvent. 

The decision was made in connec- 
tion with the account of Ida Braver- 
man, who endorsed a note of $1,006 
for Isidore Braverman, Inc., and had 


$155 on deposit when the bank was 





taken over by the State Department 
of Banking. 

The note was held by the bank, 
and the depositor offered to pay the 
amount, less her deposit, and de- 
manded the note. Refusal was made 
on the ground that the depositor was 
not entitled to have the deposit off- 
set the note. 

The Appellate Division of the Su- 
preme Court rendered judgment for 
the amount due on the note, less the 
deposit, but the Court of Appeals 
now disallows the deposit offset, and 
directs the bank to recover the full 
amount. 

“While principles of justice and 
equity require that a set-off be al- 
lowed where the litigation is between 
parties,” Judge Hubbs wrote in the 
opinion, “‘another equitable principle 
comes into operation when the liti- 
gation is between a depositor and 
the receiver of an insolvent party. In 
such a situation the rights of general 
creditors have intervened and equity 
requires that the assets of the in- 
solvent party be equally distributed 


among such general creditors.” 


CREDITS 
INSTANTLY 
SIGNALLED 





Sy The well- 
SY known VISE 
and VIZ SIG- 
NALS are 
Z/ supplemented by the 
new CELLUGRAFH 
SIGNAL, an _ outstanding 
development bringing new efficiency 
to your visible records. 
There is aGRAFFCO SIGNAL for 
every type of credit record. You do 
not need an elaborate system. Just 
make your present records speedier 
by using the GRAFFCO SIGNAL 
best suited to your requirements. 
Mr. Credit Manager :—tell us your 
problem! 






now 






WY, 
YY 


Samples sent on request 
For sale by leading dealers 


GEORGE B. GRAFF CO. 
54A Washburn Ave. 
CAMBRIDGE, MASS. 
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REDIT, if judiciously used, is an indispensable 

factor in our economic and industrial life. Im- 

properly used, it jams the financial machinery. No 
attempt is being made to place the responsibility for the 
present depression upon the shoulders of credit. 

It will suffice to say that the abuse of credit con- 
tributed in a large measure to our present ills. Con- 
versely, restoration of credit will be one of the strongest 
mediums to bring about a recovery. 

For the past three years public, semi-public and private 
institutions have been subjected to a severe test and the 
adequacy of credit facilities has proved in innumerable 
cases to be not only inflexible but devoid of sufficient 
elasticity to function to its most useful extent. 

States and cities have not escaped the stringency of 
credit. It is no longer startling news which appears 
trom time to time in the daily press that this or that 
city is impoverished and experiencing financial difficul- 
ties. 

The plight of some of these political subdivisions of 
our national set-up demonstrates not only the necessity 
but the opportunity for looking ahead into the future: 
A more powerful telescope is needed. 

Aside from a review of municipal practices, the ap- 
plication of advance planning of public works will not 
only be an aid in preventing financial embarrassment, 
but provide considerable employment in times of distress. 
Physical improvements of state, city and county govern- 
ments depend largely upon credit in the sense that these 
are paid for on borrowed money. 

The prior planning of public works and the credit 
policies of the municipalities could with facility be co- 
ordinated so as to insure a continuous program without 
interruption. Procurement of funds through ready 
marketability of municipal issues would be greatly 
facilitated. State and city officials can render a con- 
structive public service to the taxpayers if more thought 
and study are given to such a procedure. 

The Seventy-first Congress realized the potential pos- 
sibilities of employment and economy when it enacted 
the Stabilization Act of 1931. Long range planning of 
Federal public works constitutes the primary function of 
the Federal Employment Stabilization Board which was 
organized to carry out the provisions of the legislation. 
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Municipal Credit Strengthened 
By Advance Planning of Public Works 


By COL. D. H. SAWYER 


Director, Federal Employment Stabilization Board, 


Washington, D. C. 


Appreciating that physical betterments other than 
Federal represent an expenditure of approximately three 
billion dollars annually, Congress wisely incorporated the 
following provision into the law: 

Paragraph (g), Sec. 8. ‘“The board shall collect in- 
formation concerning advance construction plans and 
estimates by states, municipalities, and other public and 
private agencies which may indicate the probable volume 
of construction within the United States or which may 
aid the construction agencies in formulating their advance 
plans.” 

The present depression has established that the private 
dollar is easily frozen and unavailable for circulation. 
The public dollar is in the custody of selected officials 
and if advance plans had been devised for its wise ex- 
penditure, state and city credit would have been more 
elastic and the release of this money for public works 
would have played a more important part in providing 
much needed employment. 

In further support of the contention that states and 
cities now have an opportunity to apply this new practice 
as a constructive measure in preventing or tempering 
future depressions, it might be helpful to cite the prog- 
ress made by the Board in developing advance planning 
of the Federal agencies. 

The Act entrusted the Board with the preparation of 
a six-year advance plan with estimates showing projects 
allotted each year in cooperation with the construction 
agencies of the Federal Government. An annual re- 
vision of the plan is provided for and in addition to new 
construction, maintenance, repairs and alterations are 
likewise included. 

The United States Government is a large institution 
with ramified activities throughout the world. Its basic 
organization is departmental with a large number of in- 
dependent agencies. More than 100 bureaus are in- 
volved, most of them handling their work independently, 
while in some instances another bureau handles their 
physical improvements for them. 

The administrative set-up of no two construction 
bureaus is identical, nor is the organization of offices in 
the field the same. A knowledge of these administrative 
features has been found necessary. 


(Continued on page 31.) 
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Convention Program 


Twentieth Annual Convention, 
National Retail Credit Association, 
Mayflower Hotel, Washington, D. C., June 21-24, 1932 


SUNDAY TUESDAY MORNING 

























JUNE 19 _ JUNE 21 
MEETING STATE AND GROUP STATE 9 :00—AssemB_y—Convention Hall, Mayflower Hotel. 
SERVICE DEPARTMENT DELEGATES . Woodward & Lothrop Quartette. 
9:30—CaLLt To Orper—Frank Batty, San Francisco, 
President, National Retail Credit Assn. 
an MONDAY INvocaTion—Reverend John Carpenter Pal- 
ai JUNE 20 mer, D.D., Pastor Washington Heights 
10:30—PrESIDENT FRANK Batty, ACCOMPANIED BY Presbyterian Church, Grand Chaplain, Grand 
the DIRECTORS, WILL LAY WREATH ON TOMB OF Lodge A. F. & A. M., District of Columbia. 
THE UNKNOWN SOLDIER WELCOME TO THE NatTion’s CapiraAL.—Dr. 
le. 12:00—-LUNCHEON TO BoArD oF DiRECcTors, N.R.C.A. Luther Reichelderfer, President, Board of 
al Guests of Associated Retail Credit Men of Commissioners, District of Columbia. 
“r" Washington. Immediately after luncheon the ResponsE—Giles C. Driver, Credit Manager, 
aa Board will convene for its Pre-Convention The May Company, Cleveland, Ohio. 
ae meeting. 10:00—REporTs OF OFFICERS 
an 8:00 P.M.—Maropi-Gras NIGHT ON THE PoToMAc. ANNOUNCEMENT OF COMMITTEES: 
Mardi-Gras Excursion on Steamer By-Laws 
“City of Washington” down the his- Resolutions 
ate toric Potomac. Credentials 
on. A gala “Get Acquainted” Night. Nominating 

















Convention Hall—Mayflower Hotel, Washington, D. C. 
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A PROGRAM 
THAT'S 
A KNOCK-OUT 


EVENINGS 
YOU WON'T 
FORGET 


JUNE 21-24, 1932 


We've got the finest line-up of speakers for the 1932 convention we've ever had 
for any Retail Credit Association program, bar none. Merchants—bankers— 
economists—statisticians—business analysts—every last one of them with a reputa- 
tion you respect. These speakers are men and women with REAL messages, not 
people who just love to hear their own voices. 


The leaders for the departmentals have been selected with the same care we 
have used in choosing the speakers for the general sessions. 

Every credit man attending this convention will go home with a wider vision, a 
deeper insight, a newer, fuller confidence born of knowing what to do and 
how to do it. You owe it to yourself—you owe it to this grand old country of 
ours—to grow mentally this year more thdn ever and this 1932 convention is 
going to help you do it. 


General Sessions—Daily, 9:00 A.M. to 12:30 P.M. 
Group Meetings—Daily, 2:00 P.M. to 5:30 P.M. 


On Monday evening, June 20, a glorious Mardi Gras trip down the historic 
Potomac on the palatial “City of Washington” is planned. The famous eleven- 
piece radio “Blue Bird’? Orchestra will provide the music. You'll enjoy this trip. 
The wide, quiet Potomac flowing in the moonlight through the Virginia hills 
is grand, we’re telling you. 

On Wednesday evening, June 22, the Bicentennial Pageant, one of the high lights 
of the entire Bicentennial program, is scheduled to be given in the open air Sylvan 
Theater at the foot of the Washington Monument. There will be 5,000 persons 
in costume. A special block of seats has been reserved for all Retail Credit Con- 
vention attendants. This is a privilege and an honor. 


On Thursday evening, June 23, the Annual Banquet and Ball at the Mayflower 
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had Hotel. Special features included are, Mr. Strickland Gillilan, America’s famous 

ers— humorist; the Rev. Allen Stockdale, a speaker of international reputation; a galaxy 

puta- of stage and radio stars in song, dance and music. Sidney’s Mayflower Orchestra— 
, not FOR nationally known—will provide the music for all Mayflower functions. 

We want the ladies happy. Of course, they will be included in all the general 

e we THE LADIES convention entertainment, and in addition, special daytime sight-seeing tours of 


Washington and Mount Vernon are being arranged. Ladies, you won’t be lone- 


on, a THE some, we promise you. 

and When the visiting world raves over Washington, what can you expect from us 
ty of who live here and enjoy its eternal beauties? Washington is inspirational—sublime. 
on 1s GRANDEUR Come to the convention in June and enjoy with us your capital city. 

OF THE CITY Feel the solemnity of the Lincoln Memorial—cross Arlington Bridge and stand 
before the tomb of the Unknown Soldier. Drink in the ever-growing beauty of 
the White House, the Capitol, the great Congressional Library, the “Paradise of 

storic Parks,” its streams and falls. Washington is indescribable. It pulses with the his- 

leven- tory of the nation. You cannot visit Washington without being a better American! 

; trip. SPECIAL All railroads are offering special rates to and from Washington for those attend- 

hills RAILROAD ing the National Retail Credit Convention in June. The Mayflower Hotel, 

selected as headquarters and in which the convention sessions will be held, proposes 

lights AND to accommodate all delegates and—an unusual concession—has reserved the entire 
sylvan hotel for us at special rates: From $3.50 up per person. 


‘com | HOTEL RATES FOR HOTEL RESERVATIONS 


Write Martin M. Watson, in care of Dulin & Martin Co., Connecticut Avenue 
flower and L. St., N. W., Washington, D. C., or the National Office. 
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10:15—“Twenty Years’—David J. Woodlock, St. 
Louis, Manager-Treasurer, National Retail 
Credit Assn. 
10:30—Appress—‘“The Business Outlook” 
Dr. Julius Klein, Washington, D. C., Assistant 
Secretary of Commerce. 
11-00—Appress—“‘Our Retail Credit” 
William W. Everett, First Vice President & 
General Manager, Woodward & Lothrop 
Co., Washington, D. C. 
11:30—Appress—“The Program of Reconstruction” 
Hon. Henry J. Allen, Assistant to President, 
Reconstruction Finance Corp., Former 
Governor and Senator from Kansas. 
12:15—“A Handshake From the National Association 
of Credit Men” 
John A. Reilly, Washington, D. C.; Vice Presi- 
dent, Federal American National Bank & 
Trust Co. 
12:30—ApjJoURN FOR LUNCHEON. 


TUESDAY AFTERNOON 
JUNE 21 
2:00—GROUP MEETINGS: 
Service Group—Joint Meeting Credit Reporting Bu- 
reau and Collection Managers. 
TrapveE Groups—M. H. Consorty, General Chairman, 
Credit Manager, Saks—Fifth Avenue, 
New York. 
Group No. 1—DEPARTMENT STORE AND WoMeEN'’s 
WEAR 
Chairman—A. C. Wehl, Gimbel Broth- 
ers, Milwaukee, Wis. 
Vice Chairman—W. M. Ewing, Neu- 
steter’s, Denver, Colo. 
Vice Chairman—W. Donald Swege 
Pomeroy’s, Harrisburg, Pa. 
Group No. 2—MEn’s WEAR 
Chairman—H. O. Wrenn, Nebraska 
Clo. Co., Omaha, Neb. 
Vice Chairman—W. E. Glass, Cottrell 
Clo. Co., Denver, Colo. 
Vice Chairman—W. FE. Woodhead 
Utica Clo. Co., Des Moines, Ia. 
AUTOMOBILE TirE & ACCESSORIES 
Chairman—W. H. Keplinger, Retail 
Credit Manager, B. F. Goodrich 
Rubber Co., Akron, Ohio. 
HARDWARE & BUILDING MATERIAL 





Group No. 3 


Group No. +- 

Group No. 5—Pustic UTILITiEs ; 

Chairman—H. C., Stroupe, Credit Man 
ager, Memphis Power & Light Co. 
Memphis, Tenn. 

Vice Chairman—S. O. Olinger, Con 
sumers Power Co., Jackson, Mich. 

FURNITURI 

Group No. 7—JEWwELRY 

Group No. 8—SHOEs 

Group No. 9 


Group No. 6- 


FINANCE & LOAN 


TUESDAY AFTERNOON 
JUNE 21 


VisitrING Lapies—Will be taken for sight-seeing tour of 


city, visit to Mount Vernon, etc. 
Miss Evste M. Lee, Official Hostess 


WEDNESDAY MORNING 
JUNE 22 
9 :00—AssEMBLY—Woodward & Lothrop Quartette. 
9:15—REcoNVENE—Frank Batty, President, National 
Retail Credit Association. 
REPORT OF FINANCE COMMITTEE 
George A. Lawo, Chairman, Credit Manager, 
John Gerber Co., Memphis, Tenn. 
10:00—Appress—“Of Course Interest Should Be 
Charged on Past Due Accounts” 
O. L. Pfau, Credit Manager, Strouss-Hirsh- 
berg Company, Youngstown, Ohio. 





Harry V. 


Ostermayer 


Credit Manager, Woodward & Lothrop Co., Washington, D. C., 
President Associated Retail Credit Men of Washington, D. C. 
Ine. 


10:15—Appress—“Developing, Your Store’s Credit 
Policy” , 
Harold H. Levi, Vice President & General 
Manager, The Hecht Company, Washington, 
a. &. 
10:30—Appress—‘The Use and Abuse of Credit” 
H. H. McKee, President, Washington Clear- 
ing Housé¢; President, National Capital Bank, 
Washington, D. C. 
11:00—Appress—“Why They're Building a Monu- 
ment to the Retail Credit Manager” 
John Guernsey, Washington, D. C.; in charge 
of Retail Census, Department of Commerce. 
11:30—Appress—“d Loan Plan for Liquidating Ac- 
counts” 
E. G. Graves, Fort Worth, Texas; Secretary. 
Retail Merchants Association. 
11:45—Appress—“What Is the Practice of Law?” 
Lawrence McDaniel, St. Louis, Mo.; General 
Counsel, National Retail Credit Ass’n. 
12:15—ReEport oF NOMINATING COMMITTEE 
12 :30—ApDJOURN 


WEDNESDAY AFTERNOON 
JUNE 22 
2:00—Group MEETINGS 
Visirinc Lapies—Bridge Tea and Luncheon—Palm 
Court, Mayflower Hotel. 
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WEDNESDAY EVENING 


WASHINGTON BICENTENNIAL PAGEANT 


Sylvan Theatre (Open Air) 
Foot of Washington Monument. 

Five thousand persons in costume will depict the 
life of George Washington. 

(In case of rain—Dance, Hotel Mayflower.) 


THURSDAY MORNING 
JUNE 23 
9 :00—AssEMBLY—Woodward & Lothrop Quartette. 
9:15—RECONVENE 
9:20—REPORT OF CREDENTIALS COMMITTEE 
9:25—ReEportT OF By-Laws CoMMITTEE 
9:35—“Our Legislative Activities” 

J. R. Hewitt, Baltimore, Md.; Chairman, Leg- 
islative Committee, N. R. C. A., Credit Man- 
ager, The Hub. 

9:45—“Our Washington Legislative Problems” 

R. Preston Shealey, 
i ae ee 

10:00—“Our Service Department Lays Foundation for 

a Permanent N. R. C. A. Service” 

James D. Hays, Harrisburg, Pa.; Chairman, 
Service Department Committee, N. R. C. A.; 
General Manager, Harrisburg Credit Ex- 
change, Inc. 

:15—Appress—“The New Bankruptcy Law and the 

Retailer” 

Hon. Malcolm Baldrige, Representative in Con- 
gress, Second District of Nebraska. 

10:45—Appress—“Old Stuff in New Form—Advance 
Signals of Bankruptcy” 


Washington Counsel, 


W. J. Morgan, Credit Manager, Brooks 
Brothers, New York. 
11:00—Appress—“Personal Finance in the Credit 


Field” 

W. Frank Persons, Washington, D. C.; Exec. 
Vice President, American Ass’n of Personal 
Finance Companies. 


11:20—“Collecting and Tracing by Telegraph” 

J. L. Ferciot, New York City; Assistant Gen- 
eral Manager, Western Union Telegraph 
Company. 

11:40—“‘The Possibilities of Transoceanic Aerial 


Travel” 

Capt. Harry W. Lyon, San Francisco. 

(Capt. Lyon is one of the heroes of the flight 
of the “Southern Cross” from San Francisco 
to Australia. ) 

12:15—-NOMINATIONS FOR OFFICERS AND DIRECTORS 
ELECTION 
12:30—ADJOURN 


THURSDAY AFTERNOON 
JUNE 23 
Group CONFERENCES 
Visittnc Lapies—Personally conducted tour of the Bu- 
reau of Engraving and Printing. 
“See the Government Print Money.” 
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THURSDAY EVENING 
JUNE 23 


ANNUAL BANQUET AND GRAND BALL 
HOTEL MAYFLOWER 


PRESIDENTIAL DINING Room 
‘ToASTMASTER—Mark Lansburgh, President, Merchants 
& Manufacturers Ass’n of Washington, D. C. 

Appress—‘New Enthusiasm” 
Reverend Allen A. Stockdale, D.D., Pastor, First 
Congregational Church, Washington, D. C. 
Humor—Strickland Gillilan, Nationally Known Hu- 
morist. 
SinGING—Chesapeake & Potomac Telephone Company 
Glee Club. 

The Grand Ball will be held immediately follow- 
ing the Banquet, in the Grand Ball Room. 
(During the Ball there will be several dance 
numbers by famous artists. ) 

ENTERTAINERS—Matt Horn and George O’Connor. 








FRIDAY MORNING 
JUNE 24 
9 :00—AssEMBLY—Woodward & Lothrop Quartette. 
9:15—RECONVENE 
AcTION ON Report oF By-Laws CoMMITTEE 
9:25—REPoRT OF RESOLUTIONS COMMITTEE 
9:35—AWarRD IN CONTEST FOR “Best Credit Sales 


Plan” 
Presentation of Prize-Winning Plans and 
Awards, Kenneth Clapp, Retail Ledger, 


Philadelphia, Pa. 
10:00—“Libel and Slander Laws as They Apply to 
Credit Reporting” 
W. A. Cory, Kansas City, Missouri; Manager 
Libel Department, Employers Reinsurance 
Corporation. 
10:30—RECOMMENDATIONS From Group MEETINGS 
11:00—WueErE Witt WE MEET IN 1933? 
11:15—UNFINISHED BUSINESS 
11:30—INSTALLATION OF NEW OFFICERS 
ADJOURN 





Stephen H. Talkes, Convention Chairman 


Secretary-Treasurer, Associated Retail Credit Men of Wash- 
ington, D. C., Inc. 


FRIDAY AFTERNOON 
JUNE 24 
2:00—MeEeETING Boarp or DirEcrTors, 
National Retail Credit Association. 























































p R O G fe A M 3 :30—DEMONSTRATION—MopEL CREDIT AND CoL- 


LECTION BuREAU WITH LOAN DEPARTMENT 
SERVICE AND SUPERVISING COLLECTION —A. B. Buckeridge, New York City, in 
DEPARTMENTS, NATIONAL RETAIL charge. 


:00—OpEN ForuM 


CREDIT ASSOCIATION “vee 


TUESDAY AFTERNOON SERVICE DEPARTMENT bs 
JUNE 21 3 
ITALIAN GARDENS WEDNESDAY AFTERNOON 


JUNE 22 


(The Service and Supervising Collection Department ITALIAN GARDENS 1:3 
will meet in joint session in the Italian Gardens. James 1:90—-Cant ga Ounes—Iiy Temes Di Mar, Chaise. 
D. Hays, Chairman, Service Department and John R et "4 ‘ Ai .. 
ian . ele : 4° : naples man, Service Department Committee. 2:0) 
Pruesdale, Chairman Supervising Collection Depart 1 :35—REporT OF COMMITTEE ON RULES AND REGU- ms 
ment, presiding. ) cateeien 
1:30—CaLt To Orper—By James D. Hays, Chai 1:45—Promotinc CoNsuMER Crepir CoNnrTROL 2:4 
man, Service Department Committee. THROUGH NATIONAL CONSUMER REPoRT- 3:0 
1:35—INTRODUCTION OF MEMBERS OF SERVICE Di ING—By Charles J. Martin, Manager, North- 
PARTMENT COMMITTEE AND FIELD SEcRI eastern District Office, New York City. 3:1 
TARIES—By James D. Hays, Chairman, Serv 2:15—Docrors oF MEDICINE AND DENTISTRY AS 
ice Department Committee. Bureau Mempers—By A. P. Lovett, First 333 
1:40—INTRODUCTION OF MEMBERS OF SUPERVISING Vice President, National Retail Credit Asso- 3 4! 
CoLLECTION DEPARTMENT COMMITTEE—By : ciation. : : _ | 
John R. Truesdale, Chairman, Supervising 2 :45—ONLY THE Winp Can Pass THE SUN WItH- 4:1 
Collection Department Committee. ouT CASTING A SHADOw—By W alden F. #23 
1:45—APppoINTING SERVICE DEPARTMENT CoMMIt Muller, General Manager, Retail Merchants 
TEES—By James D. Hays, Chairman, Service ai Credit Association, Los Angeles, California. 
Department. ile y SPECIAL COMMITTEES ON sas 
1. Rules and Regulations ee 5 -3( 
2. Nominations iste : 
Incorporation 


3. Resolutions 


“gpa Telegraphic Code 
4. Special Brat 


; Special Committees 
2:00—APPOINTING OF SUPERVISING COLLECTION DeE- 2.2 : ee ee i ia : 
é: eral & Sr , 3:30—Fietp Work IN Its RELATION TO SOUND 

PARTMENT CoMMITTEES—By John R. Trues- ConsuMER Crepit ExTENsion—By Frank 
dale, Chairman, Supervising Collection De T. Caldwell, Field Secretary, National Re- 
partment Committee. enti Credie Association. ; 


1. Rules and Regulations 4:00—ServiceE DEPARTMENT IMPLICATIONS AND Im- 
2. Nominations PERATIVES—By H. V. Tom, President, As- 
3. Education sociated Credit Bureaus of Ohio. 

4. Grievance 4:30—CoMPLETE NATIONAL COVERAGE AND STAND- 
5. Standardization ARDIZED SeRvICE—By Earl Wright, Mana- 
6. Legislative ger, Southeastern District Office, Atlanta, Ga. 
7. Ethics 5:00—Open ForuM 

8. Uniform Retail Rates 5: 


a :30—ADJOURN 
9. Forwardees and Forwarders 


2:15—GreeTINGS—From President Batty and Man THURSDAY AFTERNOON 
ager-Treasurer Woodlock. JUNE 23 

2:30—“‘The Service Department—Its Aims and dAc- ITALI IN GARDENS 
complishments’—By James D. Hays, Chair ' ; pe gailgsaa wee _- 
man, Service Department. :30—CaLL TO Orper—By James D. Hays, Chair- 

3:00—‘The Supervising Collection Department—lIts 1 -35- tiara aps _ Same Wag in Vantin Cae 
Future” —By John R. Truesdale, Chairman, 1 —_By W H ‘eolinae Retail Credie Maal 
rr eee Tener. ger, B. F. Goodrich Rubber Co., Akron, Ohio. 

1:45—How New Jersey Devetopep STATE-WIDE 
REPORTING—By E. A. Uffert, President, As- 
sociated Reporting Agencies of New Jersey. 

Tuesday, 3:30 P. M. 2:15—ReEports OF COMMITTEES: 

Rules and Regulations 

Nominations 











Don’t miss the demonstration of 


“A Model Credit Bureau With a Resolutions 
Collection and Loan Department” Special 
3:00—NATIONAL CoNSUMER REPORTING SET-Up—By 


Every detail visualized by A. B. Buckeridge, 








General Manager of the Credit Bureau of C. O. Stiles, Manager, Northcentral District 
Greater New York. Office, St. Louis, Mo. 
3:30—OpeEN Forum 
CN A RRR 5 :00—ADJOURN 
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SUPERVISING COLLECTION THURSDAY AFTERNOON 
INE 92 
DEPARTMENT __ JUNE 23 
w JEFFERSON ROOM 
EDNESDAY AFTERNOON 1 :30—CAaLL To Orper—By John R. Truesdale, Chair- 
JUNE 22 man, Supervising Collection Department 
JEFFERSON ROOM 7 Committee. 
1 :30-—CaLt To Orper—By John R. Truesdale, Chair- 1:35—W HEN AND How To REPoRT ON LocaL AND 
man, Supervising Collection Department Com- FORWARDED Accot nTts—By H. A. Kulze, 
wlene. Washington, D. C. 
1:35—Five-YEAR PLAN FoR SUPERVISING COLLEC- 2:00—OPEN Forum 
TION DEPARTMENT—By Robert R. Sesline, 2:15—How We Co ttect 1n a City or 60,000—B, 
Oklahoma City, Okla. E. P. Grossman, Jackson, Mich. 
2:00—OPEN FoRUM . : 2:45—How We Co.tect IN A City oF 6,000,000— 
2:15—COoLLECTING By PHonE—By E. Louis Feldman, By Miss H. M. Glasser, New York City. 
: Pittsburgh, Pa. 3:15—Open Forum 
L 2:45—OpEN ForuM : 3 :30—REports OF COMMITTEES 
r- 3:00—REporRT OF RULES AND REGULATIONS ComM- ihn ol Miiietinn 
h- MITTEE—Supervising Collection Department. Neuiantions 
3:15—Orrice Lay-Out—By F. E. Sherod, Cleve- Sencial 
land, Ohio. _ a ie 
AS 2.20 gener Prsccomad 3:45—ArE COLLECTION DEPARTMENTS PRACTICING 
st 3:30—OPE} ae Sas ~ pron tA mines 
ve 3:45—Report oF EpucaTionaAL CoMMITTEE—Lyman Law:—By Lawrence McDaniel, General 
S Wak, Chciseen, Rowseent, Caled. " Counsel, National Retail Credit Association. 
J 4-15—Open Forum 4:15-Opren ForuM : 
F. +:30—PLANS FOR OBTAINING NATIONAL CONSUMER 4:30—A Fietp Man Views Cottections—By Earl 
- CoLtLecTion Bustness—By Charles J. Mar- ‘Wright, Manager, Southeastern District Of- 
’ tin, Manager, Northeastern District Office, F fice, Atlanta, Ga. 
New York City. 5:00—Poottinc Accounts—By N. M. MacLeod, 
5:00—OrrEn ForuM Spokane, Washington. 
5 :30-—ADJOURN 5 :30-—ADJOURN 
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Italian Gardens, Mayflower Hotel, Washington, D. C., where the Service Department Meetings will be held 
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The West Is Proud of Its Part 
In Upbuilding of National Association 


By HERBERT O. WARREN 


Director, Californians Inc., San Francisco, Calif. 


N THE eve of the Twentieth Annual Conven- 

tion of the National Retail Credit Association 

let us turn our eyes toward a city on the Pacific 
Coast. “Twenty years are taken off the calendar as we 
look upon Spokane, Washington, in the year 1912. A 
city of about one hundred thousand people on the upper 
Pacific Coast, it was here that the National Association 
had its inception—a Pacific Coast product. 

And Spokane, in 1937, is to be suitably honored when 
the Twenty-fifth Annual Convention will be held. 

In the interim, the Pacific Coast states have not been 
idle in affairs of the National Retail Credit Association. 
Washington, Oregon and California have contributed 
generously in man power and activity, and probably no 
section of the United States deserves more credit fot 
achievement than this region. 

In 1926 the Pacific Coast was honored with its first 
National convention when the N. R. C. A. met in Los 
In June, 1929, Mr. D. J. Woodlock aptly 


summed up California’s part in National affairs when 


Angeles. 


he stated: 

“California is an inspiration to all those interested in 
Better Credits. The record of its achievements is an en 
couragement to the officers and directors of the National 
Retail Credit Association. California is held up to you 
as an example of what may be done through complete 
co-operation.” 

Early in 1929 there was planned a one-day meeting 
of the California State Association in Oakland, Cali- 
fornia. Sufficient interest, however, was aroused through- 
out the state, with the result that a two-day meeting was 
held, April 19, 20, at the Hotel Oakland. 


from Los Angeles attended the convention with a size- 


The members 


able delegation, for this was the first meeting since the 
1920 conclave in that city. 

Mr. S. E. Shermantine, then Manager of the Oakland 
Bureau of the N. R. C. A., 
vival meeting, and it was primarily due to his efforts that 
Mr. Woodlock 


came from St. Louis to attend this conference, and his 


was responsible for the re- 
the meeting was an outstanding success. 


statement a few paragraphs above was the result of his 
attendance. 

The 1930 State meeting of the National Retail Credit 
Association was held in Los Angeles; the following year 
Sacramento, state capital, was chosen for the meet. 

California has taken active leadership in national af- 
fairs of the Credit Association, and today has the largest 
representation among service departments of any state 
in the Union, there being 78 bureaus in California. One 
of the finest of state organizations, California has con- 


tributed two presidents to the National body—H. Victor 
Wright, of Los Angeles, and Frank Batty, of San Fran- 
cisco. 

California was the first state to grant territorial rights 
in the form of a membership charter, permitting mem- 
The California 
Other 
states have since followed California’s lead in granting 
territorial rights. 


bers to operate within their territory. 
group is incorporated under the laws of the state. 


Leading the list of prominent members of the Cali- 
fornia organization who will appear on the speakers’ 
program at Washington this year is Frank Batty, Presi- 
dent of the National Association, past-president of the 
State Conference in 1930, past-president of the Retail 
Credit Men’s Association of San Francisco, and Credit 
Manager of Hale Brothers, Inc., San Francisco. Mr. 
Batty is an outstanding figure in Retail Credit Associa- 
tion work, not only in California, but also nationally. 

He occupies a key position in the credit world on the 
Pacific Coast, being recognized as one of the most able 
credit executives. He is a student of modern business 
trends, an exceptional organizer, and has a wide host of 
Mr. Batty 
As Credit Manager 


for one of San Francisco’s largest department stores, he 


friends from the Atlantic to the Pacific. 


is of a conservative, retiring nature. 


has set an enviable record in credit management. 
F. H. Wallihan, President of the California Associa- 
tion of Retail Credit Bureaus, and Secretary of the Busi- 


ness Men’s Association of Ontario, California, is another 





View in File Room—San Francisco Bureau 


well-known Golden State executive scheduled to take ac 
tive part at the Twentieth Annual Convention. 

R. Earl Ruddy, Secretary of the Merchants’ Associ 
tion of Santa Ana, California, another credit leader from 






(Continued on page 32.) 
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New Factor 


HE present-day conditions through which our coun- 
try is now passing bring home the great impor- 
tance of Borrowing Power. The year that has 
passed clearly proved how quickly a family’s financial 
resources can be wiped out. 

Market losses, temporary unemployment, sickness and 
other emergencies plunge the customers of every business 
into unexpected debt. The fortunate twenty per cent of 
our people have been able to borrow from banks to tide 
themselves over such times of stress. 

But the remaining per cent? Can they afford to let 
their bills go, damaging their credit standing and handt- 
capping their creditors? 

The need to borrow funds is not confined, however, 
to times of emergencies. ‘Today the needs are becoming 
more and more for the positive and affirmative employ- 
ment of additional funds for reconstructing the family 
finances, just as a major business enterprise often finds it 
advantageous to refinance itself, so as to build more ad- 
vantageously for the future. 


And now the chain small loan company, the industrial 
bank, and co-operative credit unions are monuments to 
the business pioneers who have seen that wide sales re- 
quire wide credit; in other words, mass buying demands 
nass finance. “We might say that these institutions are 


ledicated to the broader proposition that all, the poo 


swell as the rich, have an economic right to borrow—if 
loan will increase their capacity to live and earn. 
Just what part does the annual flow of credit extended 


through the small loan business of the country play in 
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It has 


0 billions of dollars of mer- 


leveloping the economic fabric of the nation? 
een estimated that of the 3 
handise bought on credit, 23 billion is the amount sold 

N.open account and the remaining 7 billion on the in- 
tallment basis. Through one source or another, legal- 
zed or otherwise, over two billions of dollars of credit 
ae annually extended in small amounts to persons of 
verage means. 

What do these figures show? Are they but dry sta- 
istics? They are more than that, for they are truly 
wgnificant. An analysis of these figures reveals the neces- 
ity for a type of financial institution to adequately take 
are of these 80 per cent of all gainfully employed Ameri- 
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In Consumer Credit 


By JOHN RICHARD HARTMANN 
Asst. Credit Manager, Wanamaker's, New York City 






cans, whose yearly income is less than $2,000—to serve 
the millions who take advantage of consumer credit. 
Those of my readers who are engaged in the profes- 
sion of credit granting know that 99 per cent of the 
But 
only 20 per cent of the people of the United States are 


people in this country are financially trustworthy. 


in a position to present bankable security or furnish en- 
dorsers necessary to borrow from a banking institution. 

The economic part that the personal finance companies 
are playing in providing facilities for the other 80 per 
cent of our people to borrow is of inestimable value. 
Mass consumption which is based on mass production 
is dependent upon mass credits. 

Granted, then, that there is an economic need for the 
small loan business, why has this business developed to 
the extent it has? Why do our typical American fam- 
ilies need to borrow? ‘They borrow to pay immediate, 
pressing bills and escape the pressure of creditors, who 
need money to carry on. 

American 


families, at least, those who could do so, 


have in emergencies always borrowed. ‘There are times 


the world is made that way—when nearly all of us 
either have to borrow or have to pay a penalty not al- 
ways measurable by an interest rate, for not borrowing. 
That penalty may take the form of the old devastator, 
Worry, which costs so much to the American people. 

As our modern industrial civilization farther separates 
the family from the production of its own necessities, 
and as open account and installment credit is extended, 
the need of supplementary funds to tide over periods of 
irregular income is highly intensified. 

The family is now recognized as a business institution, 
often run on some sort of a budget, with a definite sav 
ing plan, and a determination to use the asset of credit 
for the purchase of something that adds to the happiness, 
convenience or welfare of the family. 

The development of consumer credit has taken place 
slowly at first because of the reluctance of bankers to 
grasp the significance of this important phase of business. 
Once established, however, consumer credit has become 


thoroughly imbedded in the minds of the American pub- 


lic and has given a definite idea of the value of credit. 
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Membership 


At close of year, 





























April 30 17,111 
New Members 3,819 
Cancellations 4,215 

Net Loss 396 


(This is an exceptional record, as 
trade associations generally have 
shown large losses during the past 
year.) 

» » » 


Largest Locals: 


New York 1,269 
St. Louis 859 
Cleveland 821 
New Local Associations 
organized 27 
Total number Local 
Associations 156 
» » > 


Leading States: 


Missourt 1,836 

New York 1,621 

Ohio 1,596 

California 1,542 

(Missouri has led all States for 12 
years.) 


Highlights of the Annual Report 








NATIONAL RETAIL CREDIT ASSOCIATION 


BALANCE SHEET—APRIL 30, 1932 


Assets 
Cash: 
ee DE). 5 bo kee wormed eae biieek tae mae $22,896.28 
Coupon Pe wi tad eee ae da So wae ee .. 17,383.27 
$40,279.55 
Accounts Receivable: 
ee Mg, OPT Teer Ter ee $24,297.30 
Less Reserve for Loss from Cancella- 
Ne © os irate & we ae ian ace 2,500.00 
21,797.30 
Maiverttsing aml Gepglies 2... ic ks cc csneccves 1,557.82 
SONG: otek s chwincteteiuens$sdebbrawenaneseu ee 2,539.00 


Fe eT eee eT eee TT eee 941.79 
TTT ee ee ee ee 1,702.85 
Investment in 6% First Mortgage Real Estate Notes, at par..... 8,000.00 
i os ncsitendakesedess Vaentesaaiweawaneneees 771.77 
Capital Assets: 
Office Furniture and Fixtures .................... $11,224.40 
cM acd ev votia lav Ma Sie SIMS On Se ete 235.00 
$11,459.40 
Less Reserve for Depreciation .................. 4,722.72 
6,736.68 
$84,326.76 
Liabilities 
EE Ls obvi cebdaitnkSawtetanaauber esas eee awe eae $ 2,175.99 
re NE 5 nna bvd mae bru adie So: awe awe wake eee ale 26.50 
NR NOD onc sca txteseasieedeseeSounmpaues 420.00 
ne Oe Ce Ds en ceecsd cabeensbeaesienas 27,701.77 
Unearned Membership Dues ............ lvanimntras due and saee 51,483.61 
EL, yan nb dale la hl wien gic WV edd Wo has oes 6. Wa MRE kee 2,518.89 
$84,326.76 


$25,894.12 





























From Sale of Coupons: 


NATIONAL RETAIL CREDIT ASSOCIATION 
Service Coupon ACCOUNT 


STATEMENT OF CASH RECEIPTS AND DISBURSEMENTS FOR THE YEAR ENDED 
ApRIL 30, 1932 


Balance April 30, 1931 ............cceeeeccsecccscecececeeees $ 28,743.84 , 


ES Tr $254,416.50 


SSRN BSP a cscccscvccsccvecncsens 


Proceeds from Sale of 6% First Mortgage Real 


with 380. 
Springfield, 


297,267.00 





Leading Cities in Membership 
Gains: 

New York City made the 

largest met membership gain, 


Massachusetts, 
was next with 100, and Green- 
wich, Connecticut, third, with 
peusaeesin 42,850.50 68. >» » 


Number of Students in N. R. 











ae errr erry Tr Teer eee 3,500.00 “ 
Investment 6% First Mortgage Notes ............ 8,000.00 C. A. Credit Classes: 
Overpayments to Be Refunded ..........-+++++++- 2,412.08 -o. : . 
Advance from Working Fund ............+-++++05 685.00 Retail Credit Practice 
Overpayments Not Refunded .............+000005 57.88 Course 
= 311,921.96 Credit Salesmanship Course 110 
0 * —" 
eeeeeauee Individual Students g 
Disbursements 

Coupons Redeemed ..........--2-eeecccercesseces $274,942.57 > 2. ® 


Investment in 6% First Mortgage Real Estate Notes 11,500.00 
Overpayments Refunded ............---0+-+eeeees 2,412.08 


Repayment of Advance from Working Fund ...... 685.00 
Transfers to Working Fund: 
Commission on Coupons...........-- $25,691.50 
Overpayments Not Refunded........ 51.38 25,742.88 


Balance April 30, 1932 ......ccccccccsvccccecesccccccssseees 


$315,282.53 
.§ 25,383.27 








Credit Service Coupons amounting ‘ 
$304,000 were cashed, representing 4? 
proximately 150,006 inter-city reports 
furnished to members of the National 
Retail Credit Association. 


>» » » 

Ten regional and state conferences 
held in all sections of the country wert 
well attended and the programs of & 
ceptional constructive and educational 
merit. 








The CREDIT WORLD 
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FRANK BATTY 


President National Retail Credit Association 


HE PRESIDENT’S 
MESSAGE 





Valedictory 


“The Moving Finger writes; and having writ, 
Moves on: nor all Your Piety nor Wit, 

Shall lure it back to cancel half a Line, 

Nor all Your Tears wash out a Word of it.” 


—Omar KuHaAyyAo. 


T IS very difficult for me to realize that, as far as this 

page is concerned, this is my final message as Presi- 

dent of the National Retail Credit Association. My 
worthy predecessor, a year ago, sagely remarked that 
while he might rightfully be termed “past” he would 
never allow himself to become “ex,” meaning out—out 
of touch and sympathy with the aims and objects of our 
Association. 

Past President McMullen has amply demonstrated 
this throughout the year just closed. At no time has he 
as my friend and personal adviser, shown the slightest 
evidence of waning interest or lassitude when called up- 
m to render assistance. 

I make special ment’on of this in a spirit of deep grati- 
tude to the president whose administration shows the 
greatest numerical gain in the last decade. It is a record 
ft which any man might well be proud, and it is op- 
portune that we renew our congratulations and continue 
to bestow unstinting praise. 

In my speech of acceptance at the St. Louis conven- 
tion we set the goal for new members at 2,000, and in 
my first written message to the membership I stated that 
‘while I am extremely humble in facing the immediate 
tuture with its attendant responsibilities, I am _ con- 
ident that with your support and united harmonious 
energy, we shall achieve our goal.” 

A year later it is now my pleasure and proud privilege 
to say: “YOU HAVE DONE ITY’ Asa matter of 
tact we nearly doubled the number of new members we 
pledged ourselves to enroll, the actual total being 3,819 
tor the year. True, the cancellations were heavy, being 
no less than 4,215, leaving a net loss of 396. 

In the final analysis it is the net gain and not so much 
the volume with which we should be most concerned, and 
‘o attempt to console ourselves and sit complacent would 
% unmistakable evidence of senile decay. The reasons 
tor cancellation must be carefully investigated and that 
ame spirit of indomitable energy which characterized 

ur efforts in securing new members will be applied to 
‘topping the leaks in the dam. 

The outstanding achievements of the year were the net 
membership gains of 380 in New York City, 100 in 
‘pringfield, Mass., and 68 in Greenwich, Conn. This 
laces New York by far in the lead as the largest local 
wth 1,269 members. Mr. Buckeridge and gentlemen 


il, WE THANK YOU. 
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I shall have the opportunity in a later report to refer 
specifically to the work of the National Office, the vari- 
ous committees and the splendid spirit of cooperation 
manifested at all times by Manager-Treasurer Woodlock 
and Secretary Guy Hulse—a record of duty faithfully 
performed under the most trying circumstances. 

It is safe to say that, a year ago, none of us dreamed 
that we would have to face the unprecedented conditions 
experienced during the last fiscal year. At that time we 
were assured by economists of renown and men whose 
judgment could always be relied upon, that the ship of 
National Industry had “scraped bottom’? and that a 
revival of business was “just around the corner.” 

Comment is needless, but in spite of it all, our Asso- 
ciation is in good financial. condition, and considerable 
savings have been effected as the result of skillful and 
experienced management; this also may be digression, as 
that phase of our operations will be fully covered in the 
annual reports, nevertheless it is by no means the least 
source of satisfaction. 

With this perspective, the illustrious practice of the 
old Pythagoreans presents a good model for us, in taking 
a retrospective view of our accomplishments: 


“And when you've summed the tale, 
Wipe out the bad with gracious grief, 
And in the good be glad.” 


In that frame of mind I pen this final message, grate- 
ful beyond the expression of words for new friendships 
formed and old ones renewed and for the broadening 
and helpful experiences of a strenuous year as your pre- 
siding officer. 

The job ahead is fraught with tremendous possibilities 
for our Association. I am convinced that we are but on 
the threshold of great potentialities in the realm of Re- 
tail Credit and that we have no more than touched the 
fringe of our mission. We shall survive and develop in 
excess of Our most sanguine expectations as we adapt our- 
selves to an ever changing environment in this, the 
greatest period of reconstruction within the memory of 
man. 

In the footsteps of my immediate predecessor, “past, 
but not ex,” I trust I may have the honor in the future 
of continuing to render at least a measure of service in 
the upbuilding and maintenance of the ideals and prin- 
ciples which this great Association represents, and for 
my successor and the new administration I bespeak that 
earnest and loyal support which you have so signally 
manifested during the year. 








Character Again Becomes An Asset 
(Continued from page 6.) 

No, there are other phases to this problem than pro- 
hibition although in its flair for dramatization the Amer- 
ican public has fastened on that phase as the most im- 
portant as it is, perhaps, the most spectacular. For 
twenty years in Kansas and elsewhere we have been elect- 
ing men to offices whose public professions were not at 
all in accord with their private practices. 

We have elected moral leaders when we need as public 
men economists, merchants and farmers who are not 
concerned with your and my private lives and who 
think that either. 
We have been electing men to offices—from county at- 


theirs is none of our business, 
torney and sheriff up—who have been more concerned 
with the other fellow’s morals—with prohibition, Sun- 
day shows, crap shooting and other delightful diversions 
of the weaker group of us—than they were with the 
fundamentals of government. 

No wonder every regulation must be enforced with an 
No wonder, the length and size of 
We have tried to 
turn over to the state the duties for which the churches 


army of inspectors. 


the governmental pay rolls increase. 


were intended, and while we have stopped short in edu- 
cation and gone too far in force the country has ap- 
proached the condition in which we find it in 1932. 

In business, too, we forgot to ask for an external audit. 
We took for granted that the people who took our money 
and sold us what they termed securities sold us sound 
stock, that they had their own money in the same stuff 
and were not profiting by inside information and manipu- 
lation. And we believed all the wise men of finance and 
industry told us. 

Now we can decide for ourselves whether we shall ask 
our friends who are in office to abandon their hypocriti- 
cal pretense and to chance possible political repudiation 
in event they refuse to conceal their beliefs and their per- 
sonal habits. I wonder sometimes if we have not been 
too tolerant of the good fellow in office who uses ou: 
friendship and our confidence to do the things which he 
feels he dare not do openly as an officer. 

I wonder what would happen if one of these men 
suddenly tiring of this pretense made it plain that he 
would no longer observe it. I believe it is a grand time 
to test the theory that honesty about one’s personal con- 
duct with the possible loss of political prestige would be 
infinitely preferable to the sorry state of public service 
as it is and much more to be desired than the knowledge 
that America is not honest at the top. 

If we can demand that our leaders in every phase of 
American life be honest then perhaps we shall be en- 
couraged to preserve our own honesty. In these times 
those of us who extend credit must keep ever aware of 
economic distress and its effect on men and women. 

We must make it increasingly difficult for chronic, 
careless, deliberate and inexcusable breach of faith on the 
part of one who has had credit extended him to pass 


without severe and just penalty. In our personal re- 
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lations, in our business relations, in our political relations, 


we must insist with increasing emphasis on a man’s word 
being as good as his bond and on that bond being as good 
as his remotest capacity to repay. 

We must as a corrollary of that principle, however, 
show every possible leniency to the man who is honestly 
in difficulties but who is trying to pay. It is incumbent 
upon those of us who have capital or upon those of us 
who have the management of capital to risk a part of 
that capital if need be in order to carry the man or the 
woman who tries. 


We must be increasingly sharp with the deadbeat and 
increasingly sympathetic with the man who wants to pay. 
Above all, we must show to every man or woman 
whether he desires to be a leader or whether he is con- 
tent to be a borrower that whatever he says to us must 
be predicated on his sincerity, on his honesty. 


With the examples of those once prosperous times be- 
fore us we must realize that if dishonesty was apparently 
successful, its gain may be even more greatly overesti- 
mated now. It’s so much harder to be honest and pay 
one’s debts, when payment means sacrifice, discomfort, 
hardship. 

There is an opportunity to test for ourselves whether 
the countryside, the town, the city and state we live in 
shall be worth living in or whether we must go on toler- 
ating these same conditions that make for distrust of the 
wisdom of maintaining good character. 

When we gather together in such meetings as these 
we can discuss demands for honesty and decency in gov- 
ernment. We can discuss the possibility of concentrating 
on those crimes and activities which affect us so much 
We can 
say for ourselves that honesty still is the best policy. 


more than the violations of certain social rules. 


We must restore to America the principle that the 
anti-social should be punished by social disapproval. It 
we can make crime in high places as well as low not 
only criminal but unpopular, if we can impress upon 
malefactors in whatever position of society that when 
prison’s doors open society’s doors close, we will have 
done much to restore good character as the basis of citi- 
zenship. 

We must make it plain that no man may repudiate 
his word whether he gives it in politics, in business or in 
More laws will not remedy the 
situation ; more forceful expression of public opinion will. 


a money transaction. 


We must restore our old ideals or create new ones. A 
nation dedicated to getting by within the law can’t get 
away with it long until it’s outside the law. 








Combine Your Credit Office and Advertising 
Departments and Save Money 

Young man, 24 years of age, married, high school 
education, qualified to manage any or all of these 
departments, desires a position with a future. Have 
had six years experience in retail credits and office 
routine, one year experience in advertising. Best of 
moral and business references. Curtis N. Martin, 
1850 Manila Avenue, Memphis, Tenn. 
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The Relation of Credit 
To Sound Merchandising Volume 


By LEE JONES 


HE meaning of any sentence depends upon the in- 
terpetation of the words and the potency placed up- 
on individual words in the particular sentence. So 


that my conclusion may be clear, I am giving you the 


onnotations of the words in this subject and placing the 
potency on the word “‘sound.”’ 
Credit 

Credit is the trust or confidence placed by one in- 
lividual in another when he assigns furniture or other 
property in loan without stipulating for immediate pay- 
ment. It is a postponement of the payment to a future 
time. 

Then any credit system is based on the confidence the 
people have in general solvency, honesty, and resources 
f others. So the essence of a credit transaction is that 
n one side the transfer of goods is immediate, on the 
ther, that the return is deferred. 

This definition makes the place of the credit bureau one 
You give to the seller the buyer’s 
potential deferred rating. 


f importance. 
With this interpretation of 
credit the credit bureau becomes an instrument of science. 


Relation 
Relation enters into every business transaction, espe- 
ially the ones considered in this paper, credit acts em- 
Generally the seller is looking 
atthe future end of the transaction, while the purchaser 


racing retail transfer. 





yudiate 
s or in 
dy the 
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‘seeing the present. 

In business of this type the proper relation has not been 
stablished for there is no mutual or reciprocal interest. 
\t other times the seller is concerned with the present 
Here, too, is found the incorrect relation and 
Let me give you an historical 
lustration of this type of selling: 

In 1862 and 1863 the Congress of the United States 
sued $450,000,000 in treasury notes, not redeemable in 
wld. They were called greenbacks. 

Because they were not backed by genuine money, these 


view only. 
trouble is on its way. 


weenbacks depreciated in value until at one time they 
were worth only 35 cents on the dollar. In 1875 Con- 
uess passed the gold resumption bill and made the green- 
tacks redeemable in gold. They returned to par value. 
Congress had no credit bureau to safeguard its in- 
terests. ) 
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Secretary, Brown & Miller Furniture Co., President, Retail Merchants 
Association, Arkansas City, Kan. 


An Address Before the Semiannual Conference, Kansas Associated 
Credit Bureaus, Arkansas City, Kan., April 18, 1932 








The Federal Government is facing a similiar condi- 
tion now—too many are seeing the present end of the 
transaction only. Each individual and each retail mer- 
chandising firm has the same temptation in smaller de- 


gree. 


The volume is small and smaller, so the future is over- 
come in forgetfulness and the one object is to sell, sell, 
sell. I wonder if credit bureaus are confronted with the 
same situation: sell the present and forget the future. 


Let the future take care of its own dead. 


There is yet another type of relation in a credit situa- 
tion. ‘This type deals with both seller and buyer look- 
ing over both the immediate and the deferred ends of 
the transaction. ‘This is the ideal, for relation connotes 
to me the mutual or reciprocal interest that should be 


found in every credit transaction or situation. 


Merchandising Volume 
Merchandising volume connotes the ambitions and the 
dreams of each retail merchant in a greater or lesser de- 
It represents in dollars and cents the amount of 
turnover in stock. 


gree. 
In this article it represents the aggre- 
gate sum of credit extended. Just here danger is always 
found. 
Sound 

Webster tells me that sound connotes “without flaw, 
not impaired, safe, secure, trustworthy.” I single from 
this list the word “secure.” So the meaning of sound 
merchandising volume is secure merchandising volume. 

Now for a look at the subject omitting “sound”: Rela- 
The parts of 
this statement have an inverse ratio or relation. 


tion of credit to merchandising volume. 


Let me state this in full: The less credit value the 
more the merchandising volume or the more the restricted 
credit value the less the merchandising volume. This 
means nothing. Merchandising volume by itself means 
nothing. Credit alone has no value. 

So I place the potency upon the word “sound” or “se- 
This unifies the parts of the subject and gives a 
The 
seller wants that buyer that makes for secure transactions 
when credit is due. 


cure.” 
meaning that makes for stability of interpretation. 


(Continued on page 32.) 








FOREWORD 


HAT’S the matter with Congress? That's 
the question that is constantly on everybody's 
lips in and out of Washington. The answet 
is simple. Spending is popular but raising taxes is un- 
popular! 

At this writing, May 25, the tax bill is making prog 
ress, though slowly. The economy measure will be ready 
for the Senate to consider when the tax measure has 
gone to conference and then will follow emergency relief 
legislation. 

How that will turn out nobody knows but the fact that 
Congress has decided not to adjourn or recess is cheer- 
ing news and should make for an adjournment earlier 
than prophets of woe have prophesied—in all proba- 


bility before July first. 


Legislative 

(a) Hearings have continued before the joint Con- 
gressional Committee on bankruptcy and _ both pro- 
pronents and opponents are being heard two and three 
days a week. There has been some talk of emergency 
legislation along this line but those closely in touch with 
the situation are not looking for any legislation of any 
kind on bankruptcy at this session. 

As a general rule those asking for bankruptcy reform 
are representatives of business organizations while those 
opposed are for the most part members of the bar. The 
National Retail Coal Merchants’ Association is among 
recent organizations to come to the support of the 
Baldrige bill. 

(b) The Sheppard bill to protect the owners of checks 
deposited for collection has been the subject of hearings 
before a subcommittee of the Senate Banking and Cur- 
rency Committee. 

At the initial hearing on May 13, it was supported by 
numerous business organizations, including the Amer- 
ican Bankers Association, National Wholesale Grocers 
Association, American Wholesale Grocers Association, 
Associated Grocery Manufacturers of America, National 
Retail Dry Goods Association, and the National Retail 
Credit Association. The bill, however, is opposed by 
Secretary of the Treasury Mills. 

(c) A favorable report to the House has been made 
on the Goss bill, H. R. 9921, which has for its object 


requiring contractors on public building projects to name 
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R. PRESTON SHEALEY 


Washington Counsel, National Retail Credit Association 


their subcontractors, material men, and supply men, when 
submitting bids. It is designed to eliminate what is 
known as “bid shopping” or “bid peddling” which it is 
said prevails to a considerable extent in the matter of 
government contracts. 

Many material men and supply houses contend that 
they are asked for a bid and that this bid is used by the 
general contractor when bidding on a contract but that 
after this bid is accepted the contractor skirmishes around 


in all directions to obtain another and lower bid. 


Departmental 


(a) Press reports on the semiannual retail credit sur- 
vey stressing increase in cash sales are said to be con- 
fusing. An analysis of the report shows that while cash 
sales for the six months ending December 31, 1930, were 
45.3 per cent of the total volume of sales, cash sales for 
the corresponding period in 1931 had risen to 47.3 per 
cent. 

This shows an increase of 4.4 per cent in cash buying 
as against installment or open credit purchases. An 
analysis of the figures, however, shows that most of this 
increase comes from jewelry and other stores outside of 
department store units. For the period ending Decem- 
ber 31, 1930, cash sales of department store units were 
50.4 per cent and for the corresponding period of 193], 
51.7 per cent or an increase of 2.6 per cent, whereas 
jewelry stores for example, showed an increase of 21.7 
per cent. } 

This indicates the much larger increase in units other 
than department stores. For the six-month period the 
survey indicates that of the entire dollar volume of the 
five hundred and one units reporting, cash sales decreased 
11.1 per cent, open credit sales 17.3 per cent and install- 
ment sales 18.2 per cent. As to the total aggregate 
volume of all types the report showed a decrease upon 
the dollar volume of 14.6 per cent. 


Court Decisions 


(a) In court decisions in the preceding Washington 
Bulletin attention was called to a decision holding that 
attorneys’ fees under certain conditions are not deductible 
from income tax returns; primarily upon the basis that 
such fees to be deductible must have been incurred if 
connection with the trade or business of the taxpayet- 


(Continued on next page.) 
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WortH Notinc«.« 


A Digest of Credit News 
For Quick Reading 


The N. R. C. A. conference of New England credit 
managers held in New Haven, Connecticut, May 20th 
and 21st was attended by 178 credit men and women. 
The program was excellent. Manager-Treasurer D. J. 
Woodlock, Field Secretary Chas. Martin and Director 
Edw. Manahan represented the N. R. C. A. 

> » » 

The Northwest Conference of the N. R. C. A., held 
in Portland, Oregon, May 20th and 21st was an out- 
standing success. President Frank Batty was the prin- 
cipal speaker. Vancouver, B. C., was selected as the 


place for next year’s meeting. 


> » » 
Twenty-seven new local units of the N. R. C. A. 
were organized during the year ending May 30th. 


Washington Bulletin 


(Continued from preceding page.) 


The reasonableness of such a law seems open to ques- 
tion but even with the law standing as it does many 
attorneys’ fees are, however, deductible. In Commissioner 
of Internal Revenue v. Continental Screen Company, 
C. C. A., 6th Circuit, decided May 13, the appellee and 
taxpayer retained attornéys to represent them in proceed- 
ings before the Federal Trade Commission and for such 
services paid $55,000. 

Deductions for these fees were sustained but it might 
be mentioned in passing that in the trial of such cases 
taxpayers will do well to submit evidence as to the rea- 
sonableness of the charges for which deductions are asked. 
In the instant case the reasonableness of the fees was not 
questioned but that may not always be the fact in every 
case. 

(b) Two important bankruptcy decisions were handed 
down by the Supreme Court on May 16. They are 
MacDonald, Trustee, etc. v. Plymouth County Trust 
Company and Page, Trustee v. Arkansas National Gas 
Corporation. 

These two decisions hold that where a trustee in bank- 
tuptcy has commenced plenary proceedings before a 
referee to set aside voidable preferences under the pro- 
visions of section 60-b of the Bankruptcy Act and the 
respondent has consented to litigate the issues before the 
teteree, the latter has jurisdiction to decide the case. 

The Supreme Court in these two decisions holds that 
areteree is a “court” within the meaning of section 23-b 
of the Bankruptcy Act. 
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Wolfort Turns to Telephone Collec- 
tions—Result of Postal Increase 


Sig Wolfort, Credit Manager of Stix Baer & Fuller 
Dry Goods Company, St. Louis, is very much opposed 
to the increase in postage rates, because of its increasing 
collection costs, and has worked out a plan which is not 
alone saving postage but also increasing collections. 

He has installed a telephone on the desk of each col- 
lection clerk and has discontinued writing letters. These 
phones cost fifty cents per day and if the clerk makes 
fifty calls per day it is evident a saving of fifty cents 
under the present rate or seventy-five under the three- 
cent rate is made, to say nothing of the cost of paper, 
envelopes and writing. 

In handling thousands of accounts as in this case the 
saving is a considerable sum. 

> » » 

The annual meeting of the Associated Retail Credit 
Men, the Retail Merchants Association and Retail Credit 
Bureaus of Texas was held May 23rd, 24th and 25th at 
Mineral Wells, Texas. 


meeting of these associations, one of the oldest and most 


This was the thirty-second 


progressive organized groups of retailers in the country. 
Director Robert Stern of Dallas represented the N. R. 
i. a 
> » » 
The third annual convention of the Louisiana Retail 
Credit Association was held in Shreveport May 23rd and 


24th. Field Secretary Earl Wright represented the 
N. R. C. A. The meeting was well attended and the 


program interesting and constructive. 








Chicago Collections 


Should Be Sent to 


Credit Service Corporation 

Collection Department of the Chicago 

Credit Bureau, Inc., and Credit Reference 
Exchange, Inc. 


x 
The Official Credit Reporting Service of the 


Associated Retail Credit Men of Chicago 
35 South Dearborn Street, Chicago, IIl. 
Telephone, Randolph 2400 


Credit Reports 


Collections 
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Bankruptcy In Canada 

(Continued from page 11.) 
the composition proposal at a meeting called for the 
purpose and if accepted by a majority of ordinary 
creditors holding 75 per cent of the liabilities it is bind- 
ing on all. 

From an administration standpoint any faults are not 
necessarily inherent in the Act but the possible remedies 
thereto are left too much in the hands of creditors. 

The principal ones are the comparative ease of ob- 
taining a discharge and the number of fraudulent bank- 
ruptcies. 

Theoretically at least if any one of several offences 
under the Act has been committed ‘“‘the court shall sus- 
pend the discharge until a dividend of not less than fifty 
cents on the dollar has been paid to creditors.” 

The most common offence, of which there are eighteen 
in number, includes the issuing of a false statement of 
aftairs. In a certain percentage of bankruptcies there is 
a wide discrepancy between the statement presented at 
the meeting of creditors and one submitted direct to 
creditors or through the mercantile agencies six months 
or a year previously. 

Additional breaches which may result in a discharge 
being refused are having assets less than fifty cents on 
the dollar on the amount of unsecured liabilities ; failure 
to keep proper books of accounts; continuing to trade 
after being aware of insolvency; failure to account satis- 
factorily for loss or deficiency of assets; contributing to 
bankruptcy by rash and hazardous speculation; extrava- 
gance; gambling or neglect of business; previous bank- 
ruptcy and several others of lesser importance. 

In actual practice, however, a small dividend is often 
paid and in due course an application for a discharge 
made. Notwithstanding one or more of the above-men- 
tioned offences or breaches the creditors, either through 
indifference or neglect, do not oppose the discharge and 
it is granted. 

If the available assets of the estate are not sufficient 








YOUR COLLECTIONS IN 


Detroit 


Will Receive the Best Attention Possible If 
Sent to 


The Merchants Credit Bureau 


Incorporated 


The largest collection department in the city 

specializing on RETAIL ACCOUNTS. The 

benefits accruing in placing your accounts with 

an organization owned by the merchants, for 
their protection, are self-evident. 


Rates Reasonable... .. Safety Assured 
Commercial Accounts Also Handled 


Address: 
UNITED ARTISTS BUILDING 














to finance an investigation the creditors, except in very 
flagrant cases, usually hesitate to advance the money 
themselves, with the result that too often the possible 
prosecution of an offender is not effected. 

A bill is now before the House of Commons to amend 
the Bankruptcy Act. 

It includes the appointment of a Superintendent of 
Bankruptcy whose duty will be to supervise the work 
of the trustees and to receive and investigate complaints 
from creditors as to the administration of estates. 

Trustees will also be licensed and only licensed trustees 
They are 


to be appointed, as far as possible, by reference to the 


will be eligible to act as custodian of estates. 


wishes of the most interested creditors of each estate. 

Under the present Act anyone may be appointed either 
custodian or trustee providing he can obtain the neces- 
sary bond. 

This amendment should eliminate the incompetent and 
reduce to a minimum certain objectionable practices on 
the part of some of the trustees, which includes not only 
collusion with the debtor in obtaining a better settle- 
ment than would otherwise be possible, but actual dis- 
honesty in administration. 


Here’s A Book 


for your 
Secretary or Stenographer 








Do the letters you write give the best 
impression of you? 
When you write to a business man, a govern- 
ment official, a senator or congressman, a mem- 
ber of the diplomatic corps, a bishop or other 


member of the clergy, or even a personal 
friend— 


are you sure your letter has the correct form of 
address, of salutation, of complimentary close? 


Do you always know — 


Whether or not to capitalize a word? How to 
divide a word correctly? When to use a 
comma or a semicolon? How to punctuate a 
sentence? How to write correct letters on all 
the various matters of business; letters of in- 
troduction; social notes, formal and informal? 
You will find everything about correspondence, 


business or social, in 


Tue SECRETARY’S HANDBOOK 


A Manual of Correct Usage by 
SARAH A. TAINTOR and KATE M. MONRO 


PRICE $3.50 


Order from 


National Retail Credit Association 
1218 Olive St. — St. Louis, Mo. 
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Municipal Credit Strengthened — 
(Continued from page 14.) 

The types of construction as well as their location is 
an interesting pursuit which has necessitated persistence 
in order to be informed as to the work which lay ahead. 

The accountancy systems and the distribution of items 
of costs are naturally different in various bureaus and 
involve a study of this phase of the enterprise. 

Then again, study was necessary of the financial chan- 
nels reaching from action by Congress to allocation of 
funds to individual projects. This includes authoriza- 
tions, appropriations, bureau allotments of funds, carry- 
over of appropriations, work in progress, and many other 
subjects of a fiscal nature. 

Delving into these problems, as well as many others, 
was necessary in order to prepare a form of reporting 
which was adapted to the diversities of the undertaking. 
The legislation cannot easily respond to such standard- 
ization but the system devised has been found to be very 
workable and to blend rather well into the customary 
procedure of the construction units. 

Having become informed as to the steps which were 
essential and the preparation of a standard method of 
reporting, it followed that a preliminary call should be 
made on the agencies for a schedule of their plans in- 
clusive of the six-year period. 

It is gratifying to recite that those entrusted with con- 
struction and maintenance of the government have 
responded whole-heartedly to furthering this new process 


While the 


bill is mandatory, it can be readily appreciated that a 


of predicting their physical requirements. 


hearty willingness te conform with the policies of the 
Board gave larger assurance of success. 

The returns from the inquiry are nearly complete. In 
many instances it has been necessary to return the sched- 
ules for a review or amplification in order that the data 
will include the essential information which has been 
sought. 

Our observation on this phase of our work is that it 
is entirely possible for responsible officials to foresee their 
physical necessities and to exhibit these in such form as 
to be readily understandable. 

With a vast program of this kind charted and with 
heads of departments designing their work in advance, 
it follows that the projects may more quickly be placed 
on the market to relieve unemployment with every con- 
fidence in their responding to the specification of govern- 
mental usefulness. 

The entire gain from long range planning by the 
government, however, is not restricted to relief of un- 


employment. The exposition in a tangible manner of 





POSITION WANTED 
Experienced Collection Agency owner, college grad- 
uate, wants position as assistant to credit manager 
| in handling collection of past due accounts, retail or 
| wholesale. Or would establish collection department 
| for retail credit association. Address Box 62, THE 
CREDIT WORLD. 








what bureaus consider their requisites calls for a fine 
display of administrative capacity, together with closer 
analysis of their own business and its fitness in corre- 
sponding with the work of other bureaus and the govern- 
mental pattern as a whole. 


The administration of the government and the Con- 
gress with its committees, are able in having available 
the scheme of things to express sounder judgment on 
the immediate request for funds and the train of cir- 
cumstances which the consequential expenditure sets in 
motion. There are other advantages that will flow from 
this better practice, many known now and many others 
which will assert themselves as the procedure becomes 
more perfect. 

From this background what contribution can be made 
to better practices in states, counties and cities? The 
legislation as quoted above extends a helpful hand to- 
ward these. It follows that if ramifications of Federal 
construction will respond to long range planning no 
greater difficulties could be anticipated or encountered 
elsewhere, as this smoothes the road to uninterrupted 
credit. 
for changes in credit 
If states and cities will treat their credit as 
a sacred trust there are many ways and means to guaran- 


Herein lies an opportunity 
technique. 


tee its permanency. Long range planning is one of them. 





FOR SALE 
Retail Merchants Association Collection Depart- 
ment for sale. Located in town of forty-five thou- 
sand. Three years old, earning forty-five hundred 
dollars a year net. Owner has opportunity for simi- 
lar business in larger city reason for selling. Address 
Box 61, THE CREDIT WORLD. 











The Two Best Books 
On Retail Credit! 


Retail Credit Procedure 
By Norris A. Brisco 


im collaboration with The Associated Retail Credit 
Men of New York City 


Based on the actual experiences of these success- 
ful credit men, this book solves the problems which 
confront retailers from the moment the prospective 
customer says, “I would like to open a charge 
account.” Official Textbook of N. R. C. A. Courses. 


PRICE $4.00 


Retail Credit Practice 
By Bartlett & Reed 


A practical, authoritative manual for retail store 
credit executives and students of credit practices. 
Official Textbook of N. R. C. A. Courses, 


PRICE $4.00 


Order From 


NATIONAL RETAIL CREDIT 
ASSOCIATION 


Executive Offices, St. Louis, Mo. 
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The West Is Proud — 


(Continued from page 22.) 
the southern part of the state, is slated to address the 
meeting at Washington. 


There will be other prominent Californians at the 
Walden Muller, General 
Manager, Retail Merchants’ Credit Association, Los 


convention, among them: 


Angeles; Donald Furth, President of the Association of 
Retail Credit Granters of Alameda, and Credit Manager 
of the Oakland firm of Capwell, Sullivan and Furth; 
S. E. Shermantine, Manager of the San Francisco and 
Oakland Bureaus of the N. R. C. A.; E. J. Dollard, 
Secretary and Credit Manager of O’Connor-Moffatt 
Co., San Francisco, and a member of the Board of Di- 
rectors of the National body for a number of years; 
Wm. W. Weir, Credit Manager of the May Company, 
Los Angeles, and member of the Board of Directors of 
the National Association. 

Mr. E. J. Dollard has been with the firm of O’Con- 
nor-Moffatt for twenty years. He has been chairman 
of the board of managers of the Bureau for about ten 
years, and has been closely identified with retail credit 
and bureau work during that period. Dollard’s judg- 
ment is accepted widely in credit circles in the Bay Re- 
gion. As a past-president of the Retail Credit Men’s As- 
sociation of San Francisco he has contributed much of 
his time and thought to the movement. 

From the interior of California the city of Sacramento 
claims Arthur F. Henning, Secretary-Manager of the 
Retailers’ Credit Association of Sacramento. Henning, 
who will attend the conference June 21-24, was president 
of the California Association of Retail Credit Bureaus 
in 1931, 

Two more San Franciscans of note are Wallace C. 
Stoneman, of O’Connor-Moffatt Company, and Lewis 
P. White. Stoneman has been editor of the San Fran- 
cisco-Oakland Bureau house organ, Credit Echoes 
since 1926, when he was appointed to this important task 
by Frank Batty. Lewis White, as president of the As- 
sociated Retail Credit Men of San Francisco, occupies a 
prominent position in the credit world in San Francisco. 

Two nationally known Californians are taking part 
in the Twentieth Annual Meet in Washington. They 
are: Dr. Julius Klein, Assistant Secretary, United States 
Department of Commerce and John Guernsey, in charge 
of the Census of Retail Distribution, of the United 
States Department of Commerce. Mr. Guernsey was 
formerly connected with two San Francisco department 
stores, Hale Bros., Inc. and The Emporium. 





POSITION WANTED 


Credit Collection Manager-Accountant, highly 
capable, several years’ experience, wholesale and re- 
tail, reference and bond, go anywhere. Address J. W. 
F., care The Credit World. 











The Relation of Credit to Sound 

Merchandising Volume 
(Continued from page 27.) 

The only question now is: What constitutes sound- 

ness or security and to whom is credit due? This prob- 

lem you see is not mine, but no doubt you who are 

gathered here will solve this problem and pass it on to 
the seller. This is the exact help we expect of you. 

Credit rests ultimately upon the fact that many per- 
sons possess wealth who have no present use for it and 
are willing that it should be employed by others. If 
circumstances arise, as in depressions, when each seeks 
to secure for himself the actual possession of his wealth, 
this credit cannot be obtained and those whose transac- 
tions require it must either pay exorbitant prices for it 
or be crushed out. 

Thus you see, sound or secure is a relative term. He 
who is sound or secure under one credit condition is 
not so under another. This is through no fault of his 
own, for no one can foresee future credit conditions. 

Security is now easier determined since credit bureaus 
are no longer art societies but are scientific organizations. 
But remember that human nature cannot be transcribed 
on an index file—only tabulations of past reactions are 
so transcribed. 

As I see it these tabulated responses are the stock in 
trade of the credit bureau. ‘Treated scientifically they 
become the criterion of the basis of secure merchandising 
volume. 

My thought here is that the credit bureaus do not 
take these facts as they exist but take into consideration 
why they exist. The person considered is greater than 
collected data concerning him. 

It seems to me that the work you are doing is only 
in its beginning. There are unlimited possibilities. Now 
for my conclusion: The relation of credit to sound mer- 
chandising volume is the same as the relation H,O has to 
water. Through the efforts of the credit bureau they 


become as one. 








THE ELUSIVE “SKIP” 


The University of Texas 
Credit Survey indicated that 40.8 
per cent of accounts charged off 
to profit and loss were those of 
persons who could not be lo- 
cated. 


The “skip” problem is a per- 
plexing one but our tracing serv- 
ice will provide the answer. 


THE TERMINAL MESSENGER SERVICE 
Stuart Building Lincoln, Nebraska 
Sixth Year - - A Complete Service 
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